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~ INCREASED BUYING POWER s 


Ann 
The dog-days of August are proving days of successful activity for the wide- 
awake life insurance man who is grasping the immediate opportunity afforded by 
increased buying power of his prospects and utilizing a complete portfolio of life, Iss 
and life accident and health policy contracts. National Life of the U. S. of A. rep- 


Brad 
resentatives have such a portfolio in combination with direct workable sales plans 
with which to fully capitalize the business upturn. 
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Guaranteed low cost on Full Level Premium basis B tio 
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Fraternal Group 
Plans for Muster 


Annual Meeting of the Congress 
Has Many Interesting 
Features 


ISSUES FOR DISCUSSION 


Bradley C. Marks of the North Dakota 
A. O. U. W. Will Be the 
Next President 


The annual meeting of the National 
Fraternal Congress will be held in Mil- 
waukee, Aug. 28-31, and reports to the 
office of Secretary T. H. Cannon indi- 
cate that the attendance will be greater 
than for several years past. After the 
meeting is concluded the executive of- 
ficers of fraternals who compose the 
delegate list will trek to Chicago, where 
on Sept. 1 they will assist in celebrat- 
ing national fraternal day at the Cen- 
tury of Progress exposition. 

Mary E. LaRocca, national president 
of the Woodmen Circle, Omaha, is 
president of the Congress—the third 
woman who has achieved that position. 
She has arranged a program which will 
enable the delegates to give considera- 
tion to some of the problems of the 
times as they affect fraternal insurance 
and to measures for the continued 
progress of the system. 


Moratorium Will Be Discussed 


First among these subjects is that of 
the moratorium. Since state insurance 
departments did not include fraternals 
in their moratorium proclamations it 
was necessary for these organizations 
to create their own. Practically all of 
the societies give the reserve equities 
as cash loan and surrender values. They 
had been paying such demands until the 
cessation was created for the old-line 
companies. Left in the lurch the so- 
cieties fell back upon the after-enacted 
by-law clause of their plan of operation. 
It operated by permitting the societies 
to create their own moratorium on their 
Own plans. The subject will be dis- 
cussed in an address by D. E. Brad- 
shaw, president Woodmen of _ the 
World, to be followed by G. R. Allen, 
President Fraternal Aid Union, and W. 
lr. Eldridge, actuary. 


Osear to Treat Investments 


“Investments of Fraternal Societies” 
will be the subject of a paper by S. A. 
Oscar of the National Mutual Benefit, 
Madison, Wis. The fraternal organi- 
zations have been particularly fortunate 
during the depression—so far—for the 
reason that most of their investments 
have been placed in “municipals,” gov- 
ernment bonds and the obligations of 
Political subdivisions, and to a smaller 
extent in mortgages under ownership 
occupation. Mr. Oscar, whose society 
as a number of farm mortgages, will 
five a picture of favorable experience 

(CONTINUED ON LAST PAGE) 





Improved Business Will 
Not Check Suicide Rate 


NEW YORK, Aug. 17.— Too much 
improvement in the suicide problem 
should not be looked for with the return 
of better business conditions, unless 
there is a change in the very definite 
upward trend in suicide which the 
bureau of census figures show to exist. 
Suicides have been increasing steadily, 
through good times and bad, in all sec- 
tions of the country over a long period 
of years, according to the Bureau’s 
figures. 

For the 34 states which comprised 
the United States death registration 
area in 1920 the increase in the suicide 
rate was more than 75 percent. The 
curve has been marked by upward 
fluctuations in times of depression fol- 
lowed by some relative improvement, 
but the trend has been steadily upward 
reaching its highest point in 1932, the 
latest year for which figures are avail- 
able. 

Drop of 45 Percent 

An indication that the normal post- 
depression recession is under way may 
be found in the latest statistical bulletin 
of the Metropolitan Life, which reports 
a 4.5 percent drop in the suicide rate of 
American and Canadian wage earners, 
the change in the rate having been par- 
ticularly noticeable in May and June. 
The suicide rate in January was 28 per- 
cent above the same month in 1932 but 
conditions had improved so much as to 
result in the 4.5 percent decrease noted 
above for the first half year. 

The pronounced upward trend of 
suicides in the last 13 years has not 
been confined to any particular section 
of the country or to any particular 
stratum of the population. 

The accuracy of this statement may 
easily be checked by an examination of 
the trend of the suicide rate in each of 
the 34 states in the 1920 death registra- 
tion area. For these states as a group 
the 1920 rate of 10.2 was the lowest re- 
corded during the last 13 years. After 
a sharp increase in 1921, a period of 
serious depression, the rate dropped to 
11.6 in 1923. Then a steady rise started 
which reached its maximum in 1932. 
Since 1929 there has been an increase of 
nearly 23 percent in the rate; from 1926 
to 1929 the increase amounted to about 
13 percent; from 1923 to 1926 to about 
11 percent and from 1920 to 1923 to 
nearly 14 percent. The total increase 
from 1920 to 1932 was more than 75 
percent. 

Peak of Increase in 1931 


These facts apply fairly generally to 
each of the individual states. In about 
half of them the rise seems to have 
reached its culmination in 1931; in the 
other half the process was still in opera- 
tion with the highest rate of the period 
recorded in 1932. 

A curious phenomenon, hard to ex- 
plain, is that the greatest proportionate 
increase occurred in the south Atlantic 
states where the suicide rate increased 
during the period 1920-1932, more than 
145 percent. The next highest ratios of 
increase were recorded in the east north 
central states, where approximately 80 
percent more suicides were reported per 





100,000 inhabitants in 1932 than in 1920. 
rhe smallest proportionate rise took 
place in the states of the far west, aver- 
aging about 50 percent. 

The rate of increase, however, should 
not be confused with the actual inci- 
dence of suicide. When the latter is 
considered, it is found that the very 
highest rates in this country exist in 
the Pacific Coast states. Not only is 
this true of the present but this condi- 
tion has persisted through practically 
every year since 1920. Just why is not 
altogether clear. The large proportions 
of older people in the population of 
California, Oregon and Washington ac- 
count, to a certain extent, for the ex- 
cessively high suicide rates in the states 
but even after allowance is made for 
this fact it is found that the rates of this 
section exceed those of any other ~art 
of the country. Possibly another con- 
tributing circumstance is that these 
states, California in particular, serve as 
a resort for thousands of chronic in- 
valids, a number of whom eventually 
become despondent and commit suicide 
These two factors alone, however, can 
not account for the excessive mortality 


from suicide in this region; there are 
other factors not yet ascertained. 
Other High Rate Sections 

High suicide rates prevail also in 


other sections of the country noticeably 
in the north central and middle Atlantic 
states although in general their rates do 
not approach those of the Pacific slope. 

The lowest rates are found in the 
southern states. Two conditions in- 
fluencing this situation are the compara- 
tively large proportion of children and 
young adults in the population and the 
large number of negroes residing in this 
part of the country. It is well known 
that suicide among negroes especially in 
rural districts is relatively rare. But 
even with the elimination of this factor 
the incidence of suicide is much lower 
in the southern states than in any other 
section of the union. Southern suicide 
rates, however, are every year coming 
to be more like those of the rest of the 
country. Possibly this is due to the 
large negro migration to the northern 
states, to the changing age distribution 
of the white population or to the grow- 
ing industrialism of the south. 


Comment on Influences 


In view of this long-time upward 
trend in suicide rates which seems likely 
eventually to exceed even the peak fig- 
ures of 1932, special interest attaches to 
a book on suicide, just published, entitled 
“To Be or Not to Be,” by Dr. L. I. 
Dublin, third vice-president and _ statis- 
tician of the Metropolitan Life, and 
Miss Bessie Bunzel, research assistant 
in the same company. In a chapter on 
prevention of suicides the authors list 
the efforts of various organizations, 
such as the National Save-a- Life 
League, as well as the influence of the 
church. While stressing the importance 
of guarding persons who have shown 
suicidal tendencies, the authors hold out 
relatively little hope for any measures 

(CONTINUED ON LAST PAGE) 





Mortgage Problem 
Over-Exaggerated 


Company Officials Not Concerned 
Over Delinquencies Although 
Improvement Is Slow 


COMPETITIVE TALK HURTS 


Carriers Not Anxious to Foreclose— 
Conservative Investors Will Lose 
Little in Long Run 
NEW YORK, While 


present upturn in other lines has not yet 


Aug. 17 the 


resulted in improvement in city mort- 


gage delinquencies, loan officials of the 


companies are not concerned over the 
foreclosure _ situation. Most of the 
troubles which life companies are re- 


ported to be having with their mortgage 


loans are merely exaggerations, often 


due to competition between agents of 


companies with different investment 
policies. 

Indiscreet statements that a com- 
petitor’s company has had to foreclose 
extensively on its farm or city mort- 
gages have been magnified by those who 
heard them, until it is generally assumed 
that companies hold much more prop- 


erty than is actually the case 
Don’t Want to Foreclose 


The worst feature of these exagger- 
ated reports is not that they enlarge on 
the amount of property held as a result 
of foreclosure, but their implication that 
such a situation is something to worry 
about. Life companies don’t want to 
foreclose. They will go to any reason- 
able length to avoid doing so while at 
the same time protecting their interests. 
But if they should have to foreclose on 
all of their real estate mortgages con- 
servatively managed companies would 
face no crisis. 

Such companies have 
previous depressions without losing 
money on the properties they were 
forced to take over. They do not ex- 
pect to come off worse in this one. 
Property values are expected to come 
back although it may take some time, 
and until they do come back, the life 
companies are not making any extensive 
attempts to dispose of their foreclosed 
properties. Real estate brokers inquir- 
ing at life companies for lists of prop- 
erties for sale find the companies have 
nothing to offer, as they see no need of 
sacrificing property at today's low 
prices when there is no need to do so 
for the sake of ready cash. 


Twe Main Advantages 


gone through 


A conservative investment policy has 
two main advantages. First, keeping 
loans down to a moderate amount of 
the property's value makes it relatively 
easier for the owner to meet his mort- 
gage payments; and second, it allows 
the company to sell without having to 

{CONTINUED ON LAST PAGE) 
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See Reasnoneinand in Many 


of the Smaller Companies 
CASH POSITION IS BETTERED 


Letup in Loans and Surrenders Has 
Helped a Number to Catch Their 
Breath 


A number of the smaller and medium 
sized life companies that were over- 
whelmed with demands for policy loans 
and surrenders now find their cash posi- 
tion considerably improved as the mora- 
torium caused material easement. People 
now feel that it is not so easy to get 
loans. When policyholders realized that 
all they needed to do was to apply for 
their money, all companies were bom- 
barded. If there is no great publicity 
given to the lifting of the moratorium at 
the next meeting of the National Con- 
vention of Insurance Commissioners, 
companies do not look for any further 
acute trouble. 

Where companies are capably man- 
aged the officials have been able to con- 
serve their resources and are gradually 
sloughing off frozen securities. During 
the last two years companies have put 
into effect economies that have brought 
a large saving. There has been a trim- 
ming out all along the line. One of the 
problems before companies now is that 
of securing business. The lapse ratio 
has been so heavy that insurance in 
force has declined. With the letup in 
production the premium income has 
fallen off and this has increased the ex- 
pense ratio. Companies hope from now 
on that many of their severest experi- 
ences belong to the past. Given proper 
encouragement and an even break they 
will be able to move ahead along more 
normal lines. 


M. B. A. Officers Quizzed on 


Its Merger with Foresters 


MASON CITY, IA., Aug. 17.—De- 
positions of Albert Hass, former su- 
preme president: A. L. Sherin, former 
supreme secretary, and E. A. D. Bell, 
former supreme treasurer of the Mod- 
ern Brotherhood of America, were taken 
in an action brought by three certificate 
holders to obtain a reallocation of $890,- 
000 set up in a special reserve after 
the merger of the M. B. A. with the 
Independent Order of Foresters. 

Hass refused to testify concerning 12 
cashiers’ checks payable to his order 
and aggregating $40,000, and on an al- 
leged special contract with the Forest- 
ers, on the ground that his testimony 
might tend to incriminate him. He 
said his first knowledge of the special 
reserve fund was after he had been 
informed of it by Commissioner Clark 
of Iowa several months ago. 

Sherin also declined to answer ques- 
tions concerning an alleged special con- 
tract with the Foresters and alleged 
payments to him. Bell admitted having 
a special contract with the Foresters 
but declined to state whether he had re- 
ceived anything under it. 


Bankruptcy Suit Filed 

DES MOINES, Aug. 17.— Involun- 
tary bankruptcy proceedings have been 
filed in federal court here against J. J. 
Shambaugh, former vice-president of 
the Royal Union Life, by the Mercantile 
National Bank of Dallas, Tex. 

The bank claims an unpaid balance 
of $51,464 due on a note for $52,250 
signed by Shambaugh and guaranteed 
by A. C. Tucker, former president of 
the company. Recently the bank sold 
69,689 shares of Royal Union Life stock 
pledged as security for the loan and ap- 
plied the proceeds to payment of note 
principal, leaving a balance due of the 
amount claimed, according to the peti- 
tion. 











Many Raters and Muck Rakers 
Now Thriving on Chicago’s Soil 





Chicago has become the center of 
feverish activity so far as life insurance 
company rating, grading, special report- 
ing, expert advice, etc., are concerned. 
The city has a number of individuals 
and organizations that essay to tell pol- 
icyholders all about their companies and 
their insurance. Special reports are 
given, policies are analyzed, insurance 
companies are dismembered, dissected, 
rent, split, shivered. Incisions of all 
kinds are made until the severed in- 
ternals are brought to view. Companies 
are lashed for one reason and another, 
they are subjected to penal servitude, 
subjected to torture, rack and impale- 
ment. Supposed deals involving some 
companies in the past are uncovered, at- 
tacks are made on individuals and re- 
porting concerns. Evidently there is 
quite a desire to give a touch of melo- 
dramatic to the staid and sober drama 
of insurance. Whoopee is created by 
the muck raking maelstrom. There is 
a sensational and hysterical touch given 
to articles until leaders might conclude 
that life insurance has gone to the bow- 
wows. 


Two New Militant Crusaders 


Within a week’s time two such peri- 
odicals have made their appearance in 
Chicago. The first is termed the “In- 
surance Examiner,” at 189 West Madi- 
son street. The editor is one R. M. 
Telfer, Jr.. who was formerly exami- 
ner of mutual benefit associations in the 
Illinois insurance department, and from 
paragraphs in his new publication it is 
evident that he had his nose twisted 
down at Springfield by Superintendent 
Ernest Palmer. He has a number of 
“exposes” and takes a lively crack at 
the Illinois insurance superintendent. 

The latest publication is the “Ameri- 
can Policyholder” that has its address 
829 Orleans street. The editor is given 
as Otto Garr Tague. Mr. Tague was 
formerly connected with the advertis- 
ing agency of Seth Sider. He was in 
Cleveland for a while and came in con- 
tact with E. T. Dooley, who was an 
agent of the Pure Protection Life. Mr. 
Dooley and Mr. Tague returned to Chi- 
cago and were engaged in soliciting in- 
surance. It is said Mr. Dooley is the 
doctor performing insurance operations 
for the paper. 


“New’* Deal” Platform 


The “American Policyholder” at the 
masthead of its editorial page gives its 
principles of “A new deal in life insur- 
ance,” as follows: 

1. Revise the American experience 
table and reduce rates. 

2. In all policies separate life insur- 
ance from investments. 

3. Maintain separate accounting sys- 
tems for each so that never again will 
life insurance be jeopardized by cash de- 
mand banking. 

4. When both are bought give pol- 
icyholder or beneficiary the benefit of 
both without penalty of any kind. 

5. Removal legal and other barriers 
to honest American competition. 

6. Take company influence from in- 
surance departments and make commis- 
sioners competent and true custodians 
of the interest and representatives of the 
people. 

United States Senator Robinson of 
Indiana, who made several attacks on 
life insurance in the Senate, evidently 
was chosen as the leader of the troops. 
The “American Policyholder” for a $3 
subscription includes also an analysis 
of one’s life policies. 

Editor Tague says: “Our first issue 
pretty well outlines our basic theories 
on the subject of life insurance which 
fairly well coincide with those of such 
authorities as Elizur Wright, Dollar- 
hyde, Messick and others. There is 
nothing about the writer that would 








contribute to a story. He has had no 
connection with any life company but 
has been a pretty close student of life 
insurance for more than ten years. He 
has gradually arrived at the conviction 
that the insurance buying public should 
have access to the facts as he conceives 
them to be in order that they may prop- 
erly buy insurance and thoroughly safe- 
guard the interests of their benefici- 
aries.” 


“Insurance Index” Makes Attacks 


In the halcyon days when assessment 
companies were at the height of their 
glory, the notorious and malodorous 
Robert Bruce Caverly conducted the 
“Insurance Index” at Hartford. Many 
were the flaming stories that were told 
of Caverly’s methods. After his death 
the “Insurance Index” became quiescent 
and colorless. Then James E. Dunne 
pvirchased the paper and moved it bag 
and baggage to Chcago where it has 
been quite bellicose. It has been beat- 
ing the tom-tom, and calling out the 
posse comitatus to save the day against 
Alfred M. Best. it also has geared n> 
some rating machinery. It has fur- 
nished some spicy reading of a pet3.nal 


nature and is free and most generous 
with “A” ratings. The “Index” also 


takes a poke at Ernest Palmer. 
Pingree Hughes Uses the Lash 


It would seem that the trade period- 
icals of protest and assault whica are 
endeavoring to rid the land of supposed 
pollution and contamination are not suf- 
ficient. There is another general jour- 
nal of aggression in Chicago, a new one, 
“Real America,” which is doing a war 
dance and has had Field Marshal Pin- 
gree H. Hughes, free lance life insurance 
broker, call out the yeomen of the 
guard seeking to cleanse the Augean 
stables. He lambasts life insurance 
practices with sharp flagellation. Pin- 
gree Hughes, by the way, is also giving 
expert advice on insurance companies, 
polices and propositions. 

The skies will be lurid for some time. 
As these pyrotechnic periodicals of pro- 
test send their flying brigades over the 
field, the bewildered policyholders will 
wonder why the reddened sky and the 
smoke of battle. 

Just why Chicago should be selected 
as the center of hostilities is beyond 
conjecture. The reforming’ gentry, 
however, have donned their regimentals. 





Small Decline in 
July Life Sales 
Very Encouraging 








NEW YORK, Aug. 17.—New life in- 
surance production in July was 3.7 per- 
cent less than in July, 1933, according 
to the Life Presidents Association. This 
percentage decrease is smaller than for 
any previous month of this year, con- 
trasting with corresponding percentage 
decreases ranging from 34.9 percent in 
January to 10.5 percent in June. For 
the first seven months of 1933, the new 
production was 21.3 percent below 1932. 

The July total production of $666,095,- 
000 contrasts with $691,364,000 for July, 
1932. New ordinary totaled $417,859,- 
000 against $447,739,000, decrease 6.7 
percent; industrial $205,780,000 against 
$206,641,000, decrease .4 percent; group 
$42,456,000 against $36,984,000, increase 
14.8 percent. 

For the first seven months of 1933, 
the total new business was $4,492,539,- 
000 against $5,704,981,000 last year—a 
decrease of 21.3 percent; ordinary $3,- 
003,995,000 against $3,741,808,000, de- 
crease 19.7 percent; industrial $1,301,- 
899,000 against $1,568,972,000, decrease 
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Annuity Forms Announced 


TO WRITE FOUR CONTRACTS 


Issues Immediate and Refund Policies 
on Males and Females—Re- 
sumes After 14 Years 


MILWAUKEE, Aug. 17.—The de. 
tails of the Northwestern Mutual Life's 
new annuity forms have been ap- 
nounced, Immediate life, refund and 
joint survivor forms of both types will 
be issued to both males and females 
The Northwestern Mutual wrote ap- 
nuities from 1890 to 1919, discontiny. 
ing at that time chiefly because of lack 
of mortality experience. The rates for 
the two male forms follow: 





Life Annuities Refund 
Annual Annual 
$100 Income $100 Income 
Annual Per Annual Per 
Age Ine ome $1,000 Income = $1,000 
40 $57.05 $1,858,30 $53.8) 
41 1,8: “5448 
42 1,8 
3 1,7 
44 l, 
45 1,7 
46 - 
47 1,6 
48 1, 
49 1,6 
50 ° 1,6 
51 ‘ J 1,5 
52 ,409.6 1,5 
53 1,378.40 LE 
54 1,346.90 1,5 
55 1,315.00 1,4 
56 1,283.00 Ss 
57 1,250.70 1, 
58 1,218.30 1,3 
59 1,185.80 1,3 
60 1,153.10 1,3 
61 1,120,50 1,3 
62 1,087.70 1,2 
63 1,055.10 1, 
64 1,022.50 1.3 
65 990.00 1, 
66 957.60 1, 
67 925.50 ‘. 
68 893.60 1, 
69 862.00 1, 
70 830.70 F 
71 799.70 1, 
72 769.20 . 
73 739.10 
74 709.50 
75 680.40 
76 651.80 
77 623.80 
78 596.40 
79 569.70 
80 543.60 
81 518.10 
82 493.40 
83 469.30 
84 446.00 
85 423.40 





and over 


Equitable Officials in East 


Two home office executives of the 
Equitable Life of Iowa are now in the 
east visiting company agencies. Ear! 
Smith, agency secretary, is in Syracuse, 
N. Y. Ray Fuller, assistant superin- 
tendent of agencies, is in Roanoke, Va, 
on agency business. 











17 percent; group $186,645,000 against 
$394,201,000, decrease 52.7 percent. 

New paid-for ordinary and total busi- 
ness for the first seven months of 1932 
and 1933 with percentage of increases 
or decreases, follows: 


Ordinary Insurance 





1933 

over 

1932 

a 1932 933 
Jan -$ 614,040,000 $ 423573, 000 —31.0 
Feb. 575,497,000 424,483,000 —26.2 
March 592.333.000 435,308,000 — 26.5 5 
April 520,586,000 423,605,000 —18.6 
May 487,284,000 432.732.000 sti? 
June 504,329,000 446,435,000 —11.9 
July 447,739,000 417,859,000 —6.! 
$3,741,808,000 $3,003,995,000 —1°%.: 
Total 

Jan. ...$ 943,511,000 $ 614,431,000 —34.9 
Feb. 831,187,000 609,725,000 —200 
March 888,966,000 640, 414,000 —28. 
April 822,367,000 628,778,000 —23.5 
May 759,353,000 645,320,000 —15.! 
June 768,233,000 687,776,000 —10.5 
July 691,364,000 666,095,000 —s 


— 
913 


539, 000 - —sle 





$5,704,981,000 $4,492, 
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Rules lowa Commissioner 


Not Entitled to His Salary 
ATTORNEY GENERAL’S OPINION 


Movement to Oust E. W. Clark Takes 
New Turn—Hearing on Execu- 
tive Council Issue Postponed 


DES MOINES, Aug. 17.—Attorney 
General O’Connor of Iowa has ruled 
that Commissioner E. W. Clark is not 
entitled to his salary and that his ap- 
pointment as commissioner in January, 
1931, was invalid, basing his opinion on 
the fact that Clark as a state senator in 
\pril, 1931, before taking office as com- 
missioner in July of that year, voted 
jor a measure to increase the commis 
sioner’s salary. The Iowa state consti- 
tution bars a state senator or repre- 
sentative from appointment to a civil 
fice which has been created or for 
which a salary has been increased dur- 
ing the term for which he was elected. 
\lthough seen here as a part of the 
political move by the state executive 
ouncil to oust Clark, the only republi- 
an in the present Iowa democratic ad- 
inistration, the state comptroller is 
holding up Clark’s salary following the 
pinion 
The hearing on the right of the ex- 
ecutive council to oust Clark for alleged 
isconduct in office, originally scheduled 
in district court here for yesterday, was 


postponed until Sept. 8, when Clark’s 
attorney was absent from the city 
Return Is Filed 
\ return to the writ issued by the 


district court here, requiring the state 
executive council to produce a _ record 
f its proceedings in connection with 
oficial acts of Commissioner E. W. 
Clark, has been filed by the attorney 
general, on behalf of the council. The 
return set out that W. R. Baker, Kan- 
City, Kan., attorney and former 
Kansas superintendent, had filed charges 
with the council against Clark in con- 
nection with the merger of the Modern 
Brotherhood of America, Cedar Rapids, 


Sas 


with the Independent Order of For- 
esters, Toronto, and in connection with 
two reports on the condition of the 


Royal Union Life, prior to its receiver- 
ship. Among specific allegations made 
in the return were that Mr. Clark had 
habitually neglected his duty, had shown 
gross partiality and wilful misconduct 
or maladministration in office. 

The attorney general asked that the 
writ of certiorari be quashed and at- 
tacked the jurisdictton of the court. 


Life Insurance Exhibit Is 
Attracting Wide Attention 





The life insurance exhibit in the Hall 

ot Social Science in the Century of 
Progress Exposition in Chicago is at- 
tracting more and more attention, es- 
pecially as the sound apparatus has 
been greatly improved. J. B. Thomp- 
son, former insurance commissioner of 
Missouri, is representing the American 
Life ( onvention at the exhibit, explain- 
ing features to passersby and answering 
questions. H. R. Glenn of the legal 
department of the Association of Life 
‘nsurance Presidents represents that or- 
fanization and divides time with Mr. 
Thompson. Mr. Thompson and_ his 
lamily are spending some months in 
Chicago and will remain there until the 
close of the exposition, when he will 
return to Missouri. 


Houghton Is Washington Deputy 

SEATTLE, Aug. 17.—Frank T. 
Houghton has been appointed chief 
deputy insurance commissioner of Wash- 
ington, succeeding Perry Pierce. Mr. 
Houghton was with the insurance de- 
partment in 1908 and in 1911 helped 


sg the state’s insurance code. Later 
1 


€ was with the Northwestern Mutual 
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Music Director 














W. D. THOMSON 


W. D. Thomson of the Great-West 
Life of Winnipeg is again chosen to di- 
rect the music at the 1933 convention 


of the National Association of Life 
Underwriters to be held in Chicago, 
Sept. 27-29. Mr. Thomson will be ac- 


companied by J. J. Lyon, well-known 
Winnipeg pianist. Last year their work 
at the San Francisco convention was a 


feature of every session. 


Fire Association of Seattle and for sev 
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Helpful Hints Gleaned 
by a Traveling Reporter 


By 


[The most effective way for meeting 
the man who comes in to surrender his 
policy, according to C. P. Bell, general 


agent of the National Life of Vermont 
in Albany, is to meet him with the 
same smile and the same affability 


which is displayed to the policyholder 
who comes in to pay his premium. Be- 


gin at once to make the policyholder 
feel that he ts not primarily harming 
the company by insisting upon his 


money. Keep up a friendly conversa- 
tion, extending it while calculating just 
what the surrender value on the policy 
may be, and then say to the policy- 
holder, “I'll tell you what we'll do. 
We'll buy this policy from you for $248 
(mentioning the amount of the surren- 
der value). The policyholder invariably 
comes back with the question, “What 
do you mean, you will buy this from 
me?” “Well,” replies General Agent 
Bell, “are you not selling me your right 
to a $5,000 estate for $248? Seems to 
me that is not a bad purchase. The 
company is ready to buy at that price.” 
Mr. Bell reports this method more suc 
cessful than any other he has ever tried 
in keeping would-be ex-policyholders on 
the active list. 
* 


RESOURCEFUL AGENT 


\. D. McQueen is an agent for the 


National Life of Vermont in the olhce 
of ( P. Bell, general agent tor that | 
company in Albany. Recently Mr. Me 


Oueen has been adding an extra to his 














eral years was with the Automobile In- | commissions with almost every life in 
surance Exchange, now defunct. He | surance case closed He does this by 
became chief examiner for the insurance | selling to the applicant a $500 policy 
department in 1930 on his wife. Very seldom does he fail 
MEMBER 

| 

THE PENN MUTUAL LIFE INSURANCE Co. 

| 

WM. A. LAW, President 

| Independence Square Philadelphia 
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ace it rhe result is that he be- 
comes something more than the hus- 
band’s insurance man. He becomes the 
family insurance man Moreover, the 
first $500 policy only opens the door to 
future possible business on the wife. 
Sale to the wife often gives her a new 
insight into the whole function of life 
insurance and changes her general atti 
tude toward it. 
+ * 
SHOULD BE BUILT UP 

Discussing the functions of the gen 
eral agent or his production supervisor, 
one of the ablest production managers 


in the country said that one of the 
gravest errors a general agent could 
make was to send out a new idea, stark 
and unprotected, into the agency room. 


lo submit a new idea to that operation, 
' 


he declared, was virtually to condemn 
it without trial He said the sur- 
geon's job of removing an appendix 
was simple compared with the job of 
removing the mental handicap of pre 
conceived notions as to what was good 
and what was not good in production 
work Moreover, he pointed out that 
all life men had to learn how they them 
selves could operate most efticiently, 
and what production methods best 
fitted their own personalities 

What he was emphasizing was that 
it is one of the functions of the gen- 
eral agent himself to study carefully 
each new idea with an open mind, de 
cide how itt may be used to advantage 


and by whom, and then march in as a 


body-guard with the new idea to pre 
sent it himself so that it might at least 
have a defender if an onslaught got 
under way When the general agent 
tells his stenographer that she take out 
some new idea in the form of a booklet 
or production aid, suggesting that she 


ask the men in the agency room what 
they thought of it, he the answer 
could be predicted using that 
much exertion It contention 
of this leader that the agent or 
production man following this proce 
dure has abandoned one of his principal 


said 
without 
the 
general 


was 


duties and functions 
* » 

USES NOTARY SEAL EFPPFPECTIVELY 
How one agent solved the problem 
of making favorable contacts with a 
desirable clientele was told by R. C. 
faird, general agent of the Aetna Life 
in Albany He said that this agent sent 
a letter to all of the doctors in the 


large city where he lived, announcing 
that he made a specialty of serving as a 
notary for doctors He asked them to 
call him up at any time and he would 
out to take care of notary work 
for special prescriptions, income tax re- 
ports and other documents requiring 
notarial signatures. He made no men- 
tion in this letter of the amount which 


come 


he would charge, merely emphasizing 
that he specialized in serving doctors 
He began to receive many calls from 


the doctors. Naturally after the notary 
seal had been affixed and the notary sig- 
nature written, the doctor asked about 
the fee to be paid. Then it was that 
the life insurance man disclosed that he 
was in the life insurance business and 
had made a special effort to study and 
serve the life insurance needs of doc- 
tors. He was there, he said, to serve 
the doctor without charge in his notary 
work, but requested that if the doctor 
at any time desired any life insurance 
information, he, the agent, might be 
called upon. Of course this was only 
the indirect approach to more definite 
efforts to make the doctor a policy- 
holder. 


The Lineoln National Life has ap- 
pointed J. B. Davis of Milwaukee district 
agent for Outagamie, Waupaca, Winne- 
bago and Calumet counties in Wisconsin 
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Steady in Every 
Storm 


5 


The first six months of 1933 included one of the most 
critical periods in America’s economic history. Yet the 
inherent strength and steadiness of sound life insurance 
companies during this period of stress has fully justi- 
fied the confidence placed in them by millions of pol- 
icyholders and agents. 


The New York Life Insurance Company presents the 
following figures from its record for the first half of 
this year as concrete evidence of its progress during 
exceptionally trying times. 


Ledger assets increased by more than 
$25,987,000 during the first six months of 


1933. 


Total income exceeded $189,117,000 while 
disbursements, including payments to policy- 
holders, amounted to about $163,130,000. 


Cash in Home Office bank accounts on 
June 30, 1933, amounted to more than 
$42,925,000, an increase of approximately 
$15,672,000 during the half-year period. 


New investments during the first six months 
of the year amounted to over $18,439,000. 


The New York Life’s record—not only during the 
first half of 1933 but during every panic, war and epi- 
demic of the past 88 years—is evidence of the strong 
and enduring foundation upon which this Company is 
built. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 


IY@NIVANTONUYaNR ANNAN YaNtVaxtvanl: 


V1 


ave 


LIA 


axttva\itvey 


VIAN ANI T@NU ANU TON YON aN YaNI YON aX aX Vax Yani axvyax 


vav've 


ANT ANTAKATATAN aN 


MOU Citi Wee 


TAN TANTANT ATA ANI ANION 


itvex 


UI IZ \ 


mo 


XIY@NU ANU TONUT@NUTEXI YONI YONUYONI YON ON Yanl 


aiaviat 








Carriers Eye Possibilities 
of Agricultural Agencies 





MAY WARRANT DEVELOPMENT 


Increased Dollar Value of Crops Causes 
Some Executives to Consider Enter- 
ing Farm Field Again 


Life companies are beginning to in- 
vestigate the possibilities of develop- 
ment of agricultural agencies, now that 
better prices for farm products seem to 
be pretty well established. For the past 
few years, many agricultural agencies 
have been real liabilities for the com- 
panies, which are compelled to carry 
many of these representatives because 
of their long service and records in the 
past. Very little development work was 
attempted in farm business and many 
companies that made their start in the 
farm field sought to promote city or- 
ganization to overcome the drying up of 
business from the agricultural regions. 

Farm Conditions Improved 


Now, however, there is a chance that 
the farmer may be given the opportun- 
ity to take a new lease of life. There 
is great confidence in the immediate fu- 
ture of industries, the major part of 
whose business is with farmers. There 
is promise of greater buying power on 
the part of the farmers and it is natural 
for life companies to study the possi- 
bilities of the grass roots again. Even 
though there has been a crop shortage 
in many localities, the dollar value of 
crops this year is considerably better. 

Little has actually been done in the 
way of developing agricultural agencies 
yet; indeed companies by and large are 
not spending much for development 
work anywhere. However, many com- 
panies are on the sidelines, waiting for 
the opportune moment to make new in- 
vestments in agency organization and it 
is likely that when this time arrives a 
larger share of the appropriation will 
go for development of agricultural 
agencies than for several years. 


Cornelius Added on Card 


of Insurance Counsel Meet 





The complete program for the annual 
convention of the International Asso- 
ciation of Insurance Counsel to be held 
in Chicago Aug. 24-26 has been an- 
nounced. In addition to the speakers 
formerly announced, M. P. Cornelius, 
vice-president of the Continental Cas- 
ualty, is scheduled to address the con- 
vention on “Problems of Casualty In- 
surance.” The speakers already an- 
nounced include E. K. Williams of 
Winnipeg, G. L. Naught, general coun- 
sel American Surety, H. J. Drake, coun- 
sel Association of Casualty & Surety 
Executives, H. R. Gordon, executive 
secretary Health & Accident Under- 
writers Conference, G. W. Denmead, 
vice-president New Amsterdam Cas- 
ualty, and R. M. Knepper of Colum- 
bus, 

The address of welcome will be given 
by Ralph F. Potter of Chicago and the 
address of response by W. R. Mayne of 
St. Louis. W. O. Reeger will report as 
chairman of the executive committee 
and he will be followed by John A. 
Millener, who will report as secretary. 
President George W. Yancey will give 
his address and report. Then there will 
be reports by chairmen of the various 
committees, including Ernest Wood- 
ward, Louisville, committee on bar lists; 
J. M. Grimm, Cedar Rapids, Ia., com- 
mittee on fee schedules; A. G. Powell, 
Atlanta, committee on monthly publica- 
tion of association; H. J. Drake, cen- 
tral legislative committee; R. F. Potter, 
local convention committee. 

Gay H. Brown of Utica, former su- 
preme court justice of New York state, 
will give a talk on “Jury Psychology.” 








Midland Mutual Leader 


| 


Prominent in Kentucky 
| 











ELBERT 8S. REEVES 


During the 12 months ending July 1, 
1933, Elbert S. Reeves of Ashland, Ky 
paid for more life insurance than any 
other field worker for the Midland Mv- 
tual Life. That accomplishment won 
for him the presidency of the com- 
pany’s Leader Club. Mr. Reeves paid 
for 157 applications on separate lives. 
This is an average of more than three 
per week. He is also very systematic 
in his canvassing and suffers neither 
from lost motion nor indefiniteness in 
his field activities. He wins high hon- 
ors in all the company’s contests. Be- 
fore going with the Midland Mutual in 
March, 1932, he had long been one of 
the leading producers for the Jefferson 
Standard Life. 

Mr. Reeves is president of the Ash- 
land board of aldermen and director 
Third National Bank of Ashland. 


Charge Nebraska Twisting 
on Basis of Making Loans 





LINCOLN, NEB., Aug. 17.— Con- 
plaints have been filed with the Ne- 
braska department by a number of 
agents for Nebraska life companies, as 
well as by some foreign companies, that 
agents of certain companies have been 
attempting to twist policies carried by 
representing to holders that the com- 
panies these agents represent are in a 
position to make policy loans and give 
cash surrenders, denied to the com- 
panies in which the holders have policies 

Mrs. Mary A. Fairchild, acting chief, 
has announced that all policyholders 
should understand that the Nebraska 
moratorium orders are still in effect, 
and that they affect every company do- 
ing business in the state regardless of 
the location of its home office; that 
these orders will be rigidly enforced 
until rescinded against all companies 
regardless of whether their home states 
have raised the ban on policy loans and 
cash surrenders; and that such muis- 
representations as complained of must 
cease. 


Palmer Leads for Brown’s Post 


OKLAHOMA CITY, Aug. 17.—Al- 
though Insurance Director Ernest Pal- 
mer of Illinois received most votes as 
successor to M. L. Brown on the exec- 
utive committee of the National Con- 
vention of Insurance Commissioners, 1 
the recent mail ballot conducted by Sec- 
retary Jess G. Read, he did not receive 
the six votes required to insure his elec- 
tion. 

Of the 11 votes submitted Mr. Pal- 
mer received four; T. H. Tangeman, 
Ohio director of trade and commerce, 
three; C. F. Hobbs, Kansas; C. . 
Warner, Ohio; H. L. Davis, District 
of Columbia, and A. H. Averill, Oregon. 
one each. Another ballot will be called 
for immediately, Mr. Read said. 
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Mortality Decline Is Seen 
in Wage Earning Groups 


METROPOLITAN LIFE FIGURES 


Present Year Is Proving to Be One 
of the Most Favorable on 
Record 


The Metropolitan Life in its statis- 
tical bulletin says that the health record 
of American and Canadian wage earners 
and their families the first half of 1933 
has seldom been excelled during the like 
part of any past year. While the 1933 
death rate so far is 3.3 percent higher 
than at this time last year, 1932 was the 
best health year of all time for the wage 
earning populations of these countries. 

The half year rate in 1931 was 
slightly below 1933 and aside from these 
figures, 1930, when the death rate was 
identical with that of 1933, the health 
record for the current year has never 
been equaled. 

Causes of Rise in Death Rate 


The rise in the death rate this year as 
compared with that for 1932 is charge- 
able according to the Metropolitan Life, 
almost entirely to increased mortality 
from six diseases, viz., influenza, cancer, 
diabetes, cerebral hemorrhage, chronic 
nephritis and more particularly heart 
disease. Cancer, diabetes and heart dis- 
ease have been showing a steady up- 
ward tendency in their mortality for 
years. The year 1933, it is predicted, 
will see new maxima registered for each 
of these three causes of death. The 
cancer mortality rate for the half year 
stands 5.1 percent higher than the pre- 
vious maximum. The figures for dia- 
betes and heart disease respectively are 
10.4 percent and 9.3 percent higher than 
ever recorded. The rise in 1933 in death 
from influenza is due to the widespread 
prevalence of that disease during the 
early winter months. Considerable de- 
clines are recorded in mortality from 
tuberculosis and pneumonia. 


Bousfield Heads Association 

Dr. M. O. Bousfield, medical director 
of the Supreme Liberty Life of Chi- 
cago, was elected president of the Na- 
tional Medical Association at its con- 
vention in Chicago. This is an or- 
ganization of Negro physicians and its 
convention was held in conjunction with 
meetings of the National Hospital As- 
sociation and the National Association 
of Insurance Examiners. 

Among other insurance people who 
were active at the Chicago meeting 
were Dr. C. C. Cater, medical director 
ot the Atlanta Life, and Clyde Don- 
nell, medical director of the North Car- 
olina Mutual Life, «ho delivered pa- 
pers. Dr. Peter Murrav of New York 
City, vice-president and a director of 
the Supreme Liberty Life, is in charge 
ot editing the journal of the National 
Medical Association. 





Protest New Philadelphia Tax 


PHILADELPHIA, Aug. 17. — The 
action of the city council’s finance com- 
mittee in approving an ordinance pro- 
viding for a 4-mill tax on securities and 
personal property of mutual insurance 
Companies and savings fund societies, 
alter the council’s special committee 
had _Opposed the measure following 
hearings last fall, has drawn fire from 
mutual life companies here. 

The Penn Mutual, the Provident Mu- 
tual and the Fidelity Mutual have 
threatened to move their home offices 
'rom Philadelphia in the event this tax 
is Imposed. 





Advertising Conference Meeting 
It is announced that the annual meet- 


ae of the Insurance Advertising Con- 
rence will be held at Briarcliff Lodge, 








Briarcliff Manor, N. Y., Sept. 25-26. 
Members of the committee on program 
for the meeting are A. A. Fiske, Pru- 
dential, chairman; H. C. Doolittle, Fi- 
delity & Deposit; A. W. Spaulding, 
Hartford Accident & Indemnity; Ray C. 
Dreher, Boston; S. M. Gamble, Volun- 
teer State Life; John Murphy, Pan- 
American Life; Herman Koch, Jr., New 
England Mutual Life; C. E. Crane, Na- 
tional Life of Vermont, and W. S. 
Hanselman, Union Central Life. 

A. H. Reddall, Equitable Life of New 
York, is elected treasurer pro tem to suc- 
ceed the late H. V. Chapman of the Ohio 
Farmers. 


Equitable’s Coast Conference 


More than 100 attended the annual 
educational conference held by the J. A. 
Sullivan and A. W. Carne agencies of 
the Equitable Life of New York in San 
Francisco with the Peter Murman 
agency of Oakland, at Lake Tahoe, Cal. 
A stirring address on “Getting Back to 


Fundamentals” by Vice-President W. 
W. Klingman featured the conference 
and served as a dramatic and fitting 
climax to two days of serious business 
discussions. 

Mr. Sullivan presided at the first 


session and Mr. Murman was chairman 
for the second session 


Dec. 31, 1932 








June 30, 1933 
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Ag Section Prog 

James A. McLain, vice-president 12 Brother Officer,” A. J. McAndless, vice- 
Guardian Life and chairman of the Se ae a — —_ 
age . : one Ts 1e e oxec fe zooKks a e 
Agency Section of the nr Life Agency Buccutive,” M. 3. Cleary, presi- 

Convention, has announced the pro- | gent Northwestern Mutual Life 
gram for the annual meeting to be held “The Agency Executive Looks at Him- 


at the Edgewater Beach Hotel, Chicago, 
Oct. 13. 

The theme of the gathering is to be: 
“The Agency Executive-Model 1933” 
and the speakers and their subjects 
have been selected with a view of 
sisting the agency department executives 
to solve their present-day problems and 
to prepare them for the new develop- 


as- 


ments in the sale .of insurance that 
should result from the national indus- 
trial recovery act and other extraordi- 


nary changes that have taken place in 
this country in recent months. 

John J. Moriarty, vice-president of 
Missouri State Life, is secretary of the 
agency section. 

Features of the Program 


The program for the Agency Section 
is: 
“The Agency Executive and a Common 


Problem,” BE. B. Stevenson, Jr., vice- 
president National Life & Accident 
“The Agency Executive as Viewed by 





self,” H. H. Armstrong, vice-president 
Travelers 

Following the fixed program the 
meeting will be thrown open for a gen- 
eral discussion of not only the questions 
covered by the prepared papers but of 


any other agency department problem. 


Round Table Numbers 101 


M. J. Donnelly of Newcastle, Pa., 
chairman of the million dollar round 
table, announces that 101 agents have 


qualified and signed up for the million 
dollar round table conference to be held 
Sept. 27 in Chicago. 


Sears Increases Group Cover 
Roebuck & Co. has increased 
its group insurance on its 7,000 em- 
ployes by $7,200,000, making a total of 
approximately $35,000,000. The cost ts 
shared by the company and the em- 
plove. 


ears, 


Liquidity 


Cash and U. S. Govern- 


ment Bonds $5,131,177 


10.9% of Assets 


Cash and U. S. Govern- 


ment Bonds $6,507,004 


13.6% of Assets 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J ARNOLD. pacswext 
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The Result 
of 
Specialization 


Over 81% of our total new business 
in 1932 was made up of policies of 
$5,000 and more, averaging nearly 
$6,300. A special opportunity for a 
special class makes a strong appeal 
to the discriminating buyer. 
METROPOLITAN BRANCHES 
New York City: 
120 Broadway 
420 Lexington Ave. 
Newark, N. J.: 
17 Academy Street 


t 





‘American 





€ NEW JERSEY 





e PENNSYLVANIA 


INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 


HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 


‘*A Good Company To Represent 


—Represent a Good Company” 


NEW YORE * 


CONNECTICUT & 








TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 
in One Contract for One Premium 


v 


available at 





Michigan. 


General Agency 
Contracts 


Ohio; Columbus, Ohie; 
Toledo, Ohio; Erie, Pa.; 
Harrisburg, Pa.; Detroit, 


Inquire 


UNITED 


Cincinnati, 


United Life Bldg., Concord, 


and ACCIDENT 
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Substantial Sales Gains 
Over Last Year Reported 











For the third consecutive month the 
paid for business of the Connecticut 
Mutual Life has shown an increase over 
corresponding months of last year. July 
paid for business including guaranteed 
endowment annuities amounted to $9,- 
449,894, an increase of $2,588,559 or 37.7 
percent. The number of policies also 
showed a large increase. Single pre- 


mium annuity business so far in 1933 
is 227.9 percent ahead of last year. Of 


the company’s 61 agencies 43 showed 
gains in July and 23 are ahead for the 
entire year. 

In competition with Connecticut Mu- 
tual Life agencies in Minneapolis, St. 
Paul and Davenport, the Claude Fisher 
agency of Des Moines won honors for 
June and July. The Fisher agency’s 
business was 45 percent in excess of 
the same two months last year. 

* * * 

The Mutual Trust Life’s July paid 
business was 30 percent more than a 
year ago and a 10 percent increase over 
June, agencies from all sections experi- 
encing gains. 

*x * 
In honor of President Jesse Bounds, 


the field force of the Lamar Life in- 
creased production in July approxi- 
mately 71 percent. 

*x* * * 


The Berkshire Life reports a 37 per- 
cent increase in paid business for July, 
1933, 21 out of 34 general agencies 
showing gains. One-third of the agen- 
cies are now ahead of their paid 1932 
business. The company’s increase in 
May was 8 percent and in June 35 per- 
cent, 

* * * 

July was the biggest month for the 
Occidental Life of Los Angeles in pro- 
duction of new business in its history 
with a total of $5,400,669, an increase of 
114 percent over July, 1932. 

* * * 


The Hamilton National Life of Los 
Angeles in a special July campaign in 
honor of H. A. McDonnell, secretary, 
set a new high record in written busi- 
ness with an increase of nearly one- 
third over June. 

* ok 
in paid- 
July by 
year-to- 


A gain of nearly 50 percent 
for business was registered in 
the Bankers National Life, the 
date figure also showing a gain. 

* * * 

The Aetna Life’s Los Angeles agency 
had the biggest July in its history due 
to a special campaign in honor of W. 
M. Hammond, general agent. A total 
of 520 applications was secured during 
the month. The agency expects to 
show a 10 percent increase in paid pro- 
duction in 1933. 


Few Unlicensed in Wisconsin 


MADISON, WIS., Aug. 17.—Reli- 
censing of insurance companies has 
progressed rapidly in Wisconsin since 


May 1. There are now only about five 
fire companies, four casualty companies 
and three life companies which have not 
yet been relicensed or withdrawn, Com- 
missioner Mortensen reports. 

“The security market appreciation has 
been a tremendous help in improving 
the position of insurance companies,” 
the commissioner pointed out. “It has 
increased surpluses in most instances, so 
they are qualified for relicensing. Then 
the fire losses have been materially re- 
duced of late. The loss ratio is running 
low at the present time. 

“Some companies, of course, have re- 
organized, but so far as the department 
is concerned the work of relicensing is 
practically all cleaned up. Withdrawals 
have been just about normal, and con- 
solidations a trifle above normal.” 


“Monthly Income and How to Write 
It.” by Harry McNamer. Covers the 
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New Hampshire 


general needs of this kind of protection, 


in West in Sales Contes 


L. J. Fohr, general agent of the C 
necticut Mutual in Chicago, was host a 
an all-day outing at the Columbia cow 
try club, at which members of the Mj 
waukee general agency of the cor 
pany, managed by General Agent A. | 
Jacobs, were guests. This was in pa 
ment of a bet undertaken prior to t! 
beginning of a production contest 
June and July between the three C} 
cago general agencies of the Connect 
cut Mutual and those of Milwauke 
Grand Rapids and Rockford, Ill. Th 
Milwaukee agency won the contest wit 
the largest percentage of quota, Mr 
Fohr’s agency recording largest number 
of applications in the period. The ty 
best months of each agency in 
were selected as the quota. Milwauke 
sold 206 percent of its quota, the Fohr 
agency 138 percent, Chase agency, Chi- 
cago, 94 percent; Grand Rapids 86 
cent, Rockford 77 percent and William. 
son & Wellbeloved, Chicago, 74 percent 
The Fohr agency submitted 120 applica- 
tions. The six agencies totaled 428 ap- 
plications in the two months of 193 
against 401 in the two selected months 
last year. 


Call Hospital Cover Unsound 
INDIANAPOLIS, Aug. 17.—Grow 


hospital insurance plans, whereby a per- 
son pays so much into a fund eacl 
year to receive hospital services wher 
necessary, free of charge, generally are 
not workable at the present time, ac- 
cording to the opinion expressed by a 
number of large insurance companies to 
officials of the Indiana State Medical 
Association. 

A letter was sent out to a number oi 
the larger companies asking for detailed 
information in regard to such schemes 
and asking why, if such plans are eco- 
nomically sound, the larger companies 
have not entered the field. It was 
prompted by the fact that within the 
last few months salesmen have flooded 
this section of the country selling hos- 
pital insurance policies for as low as $6 
a year. For information in regard to 
the soundness of such schemes the as- 
sociation appealed to ten companies, in- 
cluding the John Hancock, Southern 
Life & Health, Prudential, Pacific Mu- 
tual, United States Fidelity & Guaranty 
and others of similar standing. With- 
out exception every answer was in the 
negative. 
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Retirement Annuities 
Are Popular Contracts 








The Equitable of New York's 
“Agency Items” itemizes by classifica- 
tions and amounts the retirement annu!- 
ties sold to 218 persons between ages 
13 and 66, providing a strong argument 
for underwriters to spend some time in 
this profitable field. While many of 
these cases carried annual premium 
around $500, it is significant that the 
grand average showed annual premium 
of $1,330, the total for the group, taken 
forwarded the 


as the business was to 
home office, being $290,127 total pre- 
mium. 

The monthly income averaged $202 


for a total of $44,084. Some of the cases 
were quite large, tending to increase the 
average considerably, yet after all re- 
flecting the average agent’s experience 
in this field. One case carried annual 
premium $25,000 and monthly income at 
maturity, $2,057. Another was $26,000 
premium and $850 monthly income to 4 
woman. Another was for $25,000 an- 
nual premium and $592 monthly income, 
and another woman bought one for 
$25,000 premium and $850 monthly 
However, there were 133 cases with an- 
nual premiums of $600 or less. 

It was observed that professional peo- 
ple made up a substantial proportion otf 
the applicants, physicians, surgeons and 
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dentists evidently being best prospects. 
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Some Suggestions 
Are Presented for 
Selling Annuities 





Some sales suggestions on annuities 
are presented by the agency department 
Northwestern Mutual in a bulle- 


of the 

tin sent to general agents. It says in 
part 

“Undoubtedly it is fairly safe to say 
that of all forms of investment, none is 
possessed of the same privileges and 
advantages as those which attend the 
annuity. 

“Annuities have in the past been 
treated with favor by the taxing au- 
thorities. And why not? There is 
nothing unlawful or even unethical in 


avoiding some portion of the burden of 
taxation which falls upon a man today. 
If annuities are sold, however, on a tax 
reduction basis solely, the agent takes 
a very long chance of having a later 
change in the law make his previous 
advice seem very undependable. Never- 
theless, a prospect’s attention should be 
called to the incidental tax advantages 
which add to the other desirable fea- 
tures of an annuity contract as a form 
of investment. 
“Why, then, sell 
because an annuity is a medium for 
making available to those who have 
passed through the burdens and heat 


annuities? Simply 


of the day the fruits of their labors in 
a steady flow of moderate and secure 
income. The chief beneficiary is the 


elderly man or woman who is no longer 
engaged in the creation or accumulation 
of wealth but who adopts the annuity 
as a safe and certain way of making 
sure that his or her income will last 
as long as life continues.” 

Referring to federal income taxes, it 
is pointed out that the federal law does 
not limit exemptions to amounts “re- 
ceived by the insured.” States generally 





LIFE 
say that in the case of an annuity only 
those funds are exempt which repre- 
sent a return to the insured less than 
cost. “This means simply that a life 
annuity contract can be used to post- 
pone income tax burdens for many 


years to come. If the present high in- 
come tax rates do not last, by the time 
an annuity reaches the taxable status, 
the rates may have been reduced. An 
older investor may never pay any tax, 
and meanwhile have more income avail- 
able, with a refund of unpaid portions 
to his named beneficiaries.” 


Safety Box Method Fails 


Miss Nan Albert of the Connecticut 
Mutual in Cleveland recalls the fact 
that in 1928 she tried to sell a policy- 
holder educational policies for his two 
daughters, aged 6 and 2. He disagreed 
as to the wisdom of establishing edu- 
cational funds through life insurance. 
The policyholder said that he would 
buy two blocks of stock and put both 
certificates in a safety deposit box and 
not touch either for any purpose until 
1940 and 1944 respectively. He said 
that this was the safe and sure method 
of providing an educational fund. The 
other day Miss Albert was curious to 
know how the educational fund was 
progressing. She did not desire to irri- 
tate the policyholder so she asked his 
wife. The wife informed Miss Albert 
that the educational fund was gone. The 
policyholder was “cleaned out” in 1930 
and had to sell the stocks which were 
used as the basis of the fund. His life 
insurance, however, is still kept intact. 
Miss Albert was later able to sell the pol- 
icyholder $50,000 additional insurance. 


Plan Joint Agency Meeting 


The St. Louis agencv of the Equi- 
table Life of New York headed by 
Manager M. A. Nelson will hold a 
joint agency meeting with the Okla- 
homa City agency at Hot Springs, 
Ark., Sept. 10-12. 








AS SEEN FROM CHICAGO 





NRA PRODUCTION CONTEST 


The Stumes & Loeb agency of the 
Penn Mutual in Chicago is awe 
from Aug. 7 to Sept. 5 an N. R. A. pro- 
duction contest, those ok Te wa to be 
entertained at an outing about the 
middle of September. 

The requirements are four applica- 
tions for at least $5,000 of business. On 
the bulletin board under each word in 
the phrase, “I do my part,” there is a 
column. An agent, bringing in an ap- 
plication, is entitled to paste an N. R. A. 
symbol in the first column, etc., until he 
has pasted four such symbols. Then 
he has arrived. 

* * 

STATE MUTUAL CONSOLIDATES 

The 
ing its 


State Mutual Life is consolidat- 
Champaign, Ill, agency under 
N. P. Blanchard with the Wilson Chi- 
cago agency in September. Mr. Blan- 
chard is president of the Illinois Asso- 
ciation of Life Underwriters and is 4 
member of the insurance advisory coun- 
cil and a director of the Insurance Fed- 
eration of Illinois. Mr. Blanchard was 
active in sponsoring the anti-twisting 
and anti-rebate bill which was passed 
by the recent legislature. Mr. Blan- 
chard has not announced his future 
plans. The Wilson Agency is the for- 
mer Wrenn office. 
x * * 

CLUB MEMBERS INCREASED 
The New York Life’s Clearing House 
branch, Frederick Bruchholz, agency di- 
rector, qualified 13 production club mem- 
ers in 1933, compared to ten last year. 

x * * 
MUTUAL BENEFIT OUTING 

The Chicago agency of the Mutual 
Benefit Life is holding an outing next 
week at the Antlers Country Club near 


to celebrate completion 
of the half way mark in the summer 
production contest. Those agents in 
the upper half of the contest qualify for 
the outing and the others may go at 
their own expense. In the contest, a 
graduated scale of credits is given for 
names of prospects, for new names with 
information, for interviews conducted 
and for actual sales. 
a 
SMALL CASES GOING BETTER 
Most life agents are wasting their 


time under present conditions when they 
figure estate 


Wheaton, IIL, 


work on large cases, on 
programs, insurance for business and 
inheritance tax purposes, it seems evi- 


dent, according to a number of Chicago 
managers and general agents. One 
manager says there is great difficulty in 
closing even a $50,000 case these days, 
and declinations in the higher brackets 
are terrific. Only one case of a number 
of this size submitted in many weeks 
has been accepted, he said. The aver- 
age application in his office is running 
unusually low at preesnt. The other day 
his men turned in 18 apps, but the total 
was only about $30,000. 

One of the most successful agents, a 
man who has been a “millionaire” con- 
tinuously for many years, and in nor- 
mal times a “multi-millionaire,” paid for 
only $750,000 last year. He is a man 
with a tremendous circle of acquaint- 
ances, active in civic, social and religi- 
ous work and always has been consid- 
ered preeminently a steady producer 
who was not affected by economic con- 
ditions. Another large producer who 
in the past achieved his million or more 
with only 25 or 30 cases, this year has 
slumped badly. He cannot now write 
big cases and will not descend to the 





so-called “pot-boilers.” 


~ 





Now!! 


To the salesman who hesitates 
about seeing a prospect, and 


To the Prospect who hesitates 
about acquiring adequate life insur- 
ance protection: 


Consider this truth— 


“Whilst we deliberate how 

to begin a thing, it grows 

too late to begin it.” 
—Quintillian. 


Need more be said? 
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FAMILY 
VACATION 
ENSURANCE @ iis eects is sea om Mowe 


tain Springs, Vermont, where they spent the summer months.” 

News items similar to the foregoing will soon appear in daily 
papers throughout the country. 

Many families, now guests at some pleasant resort, will find 
themselves unable to return next summer, because “Dad” is no 
longer available to foot the bills. 

Wise life underwriters, seeking prospects who 
are “in season,” will drop in to see “Dad” and 
explain the services of “Family Vacation 
Insurance.” 
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Greatness of Life Insurance Shown 


Wuen Tuomas A. Buckner of the 
New York Lire made life payments the 
high point of his address as head of the 
Lire Presipents Association last Decem- 
ber he knew that he was dealing with the 
very heart of life insurance. It is not what 
life insurance takes in but what it pays 
out that makes it great. Mr. BUCKNER 
said in his presidential address : 

_ “These disbursements are the harvest 
from seeds sown in previous years in the 
form of premiums by provident policy- 
holders. These 1932 payments, far exceed- 
ing in amount all previous records, are 
shared by hundreds of thousands of indi- 
viduals of a'l walks of life, in every section 
of the country, urban and rural. Thus the 
widespread distribution of this huge sum, 
particularly during existing conditions, is 
a convincing demonstration of the benefits 
of security created through life insurance.” 

Mr. Buckner could only estimate the 
huge 1932 distributions at that time, but 
the colossal figures have now been pub- 
lished in the Life Payments Number of 
THe NationaL UNDERWRITER, which went 
to subscribers the last week in July. The 
grand total of payments by life companies 
to policyholders and beneficiaries in 1932 
was OVER FOUR BILLION DOL- 
LARS. 

Newspapers this year have paid special 
attention to the “releases” sent out in ad- 
vance of publication. The editors have 
recognized the significance, not only of the 
vastness of the sums disbursed, but of the 
fact that the payments were made on 
schedule in the midst of the depression. 
Attention has been called everywhere to 
the importance of this stream of money 


flowing back to the people in time of need. 
Often it leads to comment on the strength 
life insurance has shown. 

The payments themselves have extraor- 
dinary value as canvassing material in 
these times. They will make the same im- 
pression on prospects as they did on the 
editors. Practically all men give some 
thought to their future and the future of 
their families. When cther values were 
melting away life insurance remained at 
par, and the life payments prove it. Far 
more people now think of life insurance 
as the great safe investment than ever 
before. The moratorium has not made any 
difference. Life insurance did not depre- 
ciate because of the moratorium. 

Agents need more “selling” than pros- 
pects do at the present time. The Life 
Payments Number helps to resell the 
agents on life insurance. They can draw 
the same lessons as the newspaper editors 
did. The thousands of extra copies dis- 
tributed to agents will not only help di- 
rectly in the closing of cases, but study of 
the facts strengthens the morale of the 
agents thentselves. It gives them the solid 
evidence of the value of life insurance that 
they need in these times. The immense 
volume of the disbursements can scarcely 
be dwelt upon too much. As President 
BUCKNER said, “the widespread distribution 
of this huge sum is a convincing demon- 
stration of the benefits of security created 
through life insurance.” The demonstra- 
tion is impressively made in the 60 pages 
of fine type contained in the Life Pay- 
ments Number. 


Insurance Lawyers Are Recognized 


It 1s pleasing to note that the AMERICAN 
Bar Association has given official recog- 
nition to members that are interested in 
more or less degree in insurance law and 
the legal phases of insurance operations. A 
new insurance section has been started 
and at the annual meeting of the AMERICAN 
Bar Assoctation in Grand Rapids, the in- 
surance members will have a meeting Aug. 
28. President Martin of the association 
believes that this new section will obtain 
a position of influence unsurpassed by 
any other. The AmericAN Bar Assocta- 
TION has some strong sections. 


There are special associations composed 
of jnsurance lawyers such as the Assocra- 
TION OF Lire INSURANCE CoUNSEL, the 
Legal Section of the AMERICAN Lire Con- 
VENTION, the FRATERNAL Society Law 
ASSOCIATION and INTERNATIONAL ASSOCIA- 
TION OF INSURANCE CouNSEL. There are 
hundreds of people interested in the legal 
part of insurance. 


Tue really big men have won their 
spurs by doing what they didn’t want 
to do when they didn’t want to do it— 
Babson. 


—— 


PERSONAL SIDE OF BUSINESS 





Mrs. C. E. Becker, wife of the presi- 
dent of the Great American Life of San 
Antonio, accompanied by Miss Hazel 
Allred, sister of the Texas attorney-gen- 
eral, is spending the summer in France, 
England and Germany, having sailed on 
the Olympic. President Becker will 
meet them in New York on their return. 

Insurance Director Lee Herdman of 
Nebraska will be able to leave the hospi- 
tal in Omaha, where he has spent the 
last three months, within the next two 
weeks. His physicians say that prac- 
tically all of the unfavorable conditions 
have cleared up, and that complete re- 
covery is assured. 


“About Annuities— How to Have a 
Guaranteed Income for Life” is a book- 


let by S. O. Landry, 339 Carondelet 
street, New Orleans. This is a guide- 


book on annuities, largely for public 
consumption, as it deals with the sub- 
ject in non-technical terms. As_ the 
author states in his preface, the object 
of the booklet is to point out how the 
average individual can invest safely at 


4 least some of his funds. 


Alan D. Harmer, agency secretary of 
the Minnesota Mutual Life, and Miss 
Mahala Rohrer were married Aug. 12. 
They are spending their honeymoon in 
Glacier National Park, Montana, where 


Mr. Harmer is arranging for the 1934 
agency convention of the Minnesota 
Mutual. 


Jack Neil, former superintendent of 
agencies of the Seaboard Life of Hous- 
ton, has joined the gulf coast branch of 
the Jefferson Standard Life in Houston, 
Tex. 


Dr. W. W. Beckett, vice-president 
and medical director of the Pacific Mu- 
tual Life, has been elected president of 
the Los Angeles Breakfast Club, suc- 
ceeding Carl Laemmle. 


Jay G. Sigmund, vice-president of 
the Cedar Rapids Life and widely 
known poet, and Mrs. Sigmund were 
injured in an automobile collision near 
Stone City, Ia., as a result of which 
it was necessary to amputate the index 
finger of Mr. Sigmund’s right hand. 

C. M. Kremer, superintendent of 
agencies for the National Guardian Life, 
Madison, Wis., has been appointed 
outer guard for Zor Shrine Temple by 
A. C. Larson, state manager and vice- 
president of the Central Life Assurance 
of Iowa. Mr. Kremer formerly was 
with the Larson agency. 


Robert M. Thomas, statistician with 
the National Guardian Life, Madison, 
Wis., and Miss Genevieve Welch, who 
had been with the same company, were 
married Saturday. 


John J. Hughes, Des Moines general 
agent of the Northwestern Mutual 
Life, was elected chairman of the Iowa 
state recovery board at its organization 
meeting Monday. 

Francis B. Patten, 75, associate 
counsel of the John Hancock Mutual 
Life, with which company he had been 
associated for 32 years, died at his 
home in Boston. He was a graduate 
of Harvard and the Boston University 
law school. 


David Darrah of the National Life 
of Vermont’s Madison, Wis., agency 
represented the better business bureau 
of the Madison Association of Com- 
merce in a radio broadcast on “Rack- 
ets,” particularly those worked on 
farmers and people in smaller towns. 


Frank W. Pearson, general agent of 
the New York Life in Fargo, D., 





since 1893, died there following an op- 


eration. He had been in poor health fo 
two years. He was born in 1856 jy 
Manchester, N. H., and went to Fargo 
in 15880. He was in daily newspaper 
work there for many years, joining the 
New York Life in 1892. He was mac 
general agent the next year. 


F. H. Ecker, president Metropolitay 
Life, returned August 15 from a visit to 
relatives in France. 


F. T. Partridge, vice-president anj 
secretary of the New England Mutua! 
Life, was injured in a motor accident 
in Vermont. After a stay at the hospi- 
tal in Springfield, Vt., he is now con. 
valescing at his summer home at Crow 


Point, Hingham, Mass. 
Dr. Ross Huston, medical director 
Bankers Life of Des Moines, was 


stricken Friday with an attack of acute 
indigestion. His condition was reported 
Monday as showing much improvement 


F. A. G. Merrill, general agent in Bui- 
falo for the State Mutual Life, will ob- 
serve his 43rd anniversary in the life 
business on Sept. 1. He started in the 
Cleveland office of the Penn Mutual in 
1890; went with the State Mutual there 
as agency supervisor in 1901, and en- 
tered his present position as general 
agent in Buffalo in 1903. 

Mr. Merrill has not only built up one 
of the well known and successful gen- 
eral agencies in Buffalo but he has been 
for many years very active in life insur- 
ance organizations. For many years he 
was national committeeman from Bul- 
falo of the National Association of Life 
Underwriters. He was the first presi- 
dent of the New York State Association 
of Life Underwriters; first president of 
the Buffalo Life Managers Association; 
and about 20 years ago served as presi- 
dent of the Buffalo Life Underwriters 
Association. Recently Mr. Merrill re- 
signed as national committeeman from 
Buffalo. 

Eddie Driggs, former Princeton foot- 
ball star and now general agent for the 
Provident Mutual in Brooklyn, won the 
New York state amateur golf champion- 
ship for the second time. He defeated 
Robert Sweeny at the Garden City, L. 
1. Golf Club. Mr. Driggs’ game was al- 
most flawless. He excelled especially 
in approaching and putting. Mr. Driggs 
had a 71, two under par on the first 18 
holes. 


J. V. Whaley, agency supervisor of the 
Southland Life of Dallas for several 
years, is now west Texas agency super- 
visor of the Great American Life of San 
Antonio, and will have the _ territory 
from Sweetwater to El Paso. 





Premier Ohio Insurance 


Reference Book Issued 


The new 1933 UNbeRwriters’ Hand- 
book of Ohio is off the press of THE 
NATIONAL UNDERWRITER, this being earl- 
ier than usual. This is the premier pub- 
lication of the kind in the long list 0 
directories and state information books 
published by THE NATIONAL UNDER- 
writer. For instance, the Ohio book 
has 775 pages. Ohio is a great state 
politically, industrially, commercially 
and insurance-wise. It is important in 
many other respects. The Ohio Hand- 
book grows bigger and better each year. 
There is a formidable section given over 
to Ohio’s home companies. This gives 
the classification of all Ohio’s insurance 
companies. The compilation work on 
the book shows particular excellence. 
The information given in the Ohio di- 
rectory is such that every person. having 
an interest in Ohio insurance-wise an 
having occasion to look up data of any 
sort pertaining to insurance should have 











this book close at hand. 
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NEWS OF THE COMPANIES 





May Mutualize Shenandoah 
Proposal to Form New Company Ap- 
proved by Directors — Stock- 


holders to Vote Aug. 21 








ROANOKE, VA., Aug. 17.—Direc- 
tors of the Shenandoah Life have pro- 
posed to the stockholders that the old 
company be converted into a new com- 
pany known as the Shenandoah Mutual 
Life. The new company will issue par- 
ticipating policies, and the capital of 
the old company will ultimately be re- 
tired. The old company will remain 
in existence for some time, and the 
stock will not be retired until new as- 
sets are built up to take place of the 
old stock and surplus. 

A special stockholders’ meeting has 
been called for Aug. 21 to pass on the 
proposal. The whole plan of reorgani- 
zation has been approved by the Virginia 
department and by the departments of 
the other states where the company 
does business. 

President Angell, in commenting 
upon the plan said: “The plan contem- 
plated will prove beneficial to present 
as well as future policyholders, and it 
provides for the return to the stock- 
holders of not only the principal of 
their capital investment, but a fair and 
equitable value of the business which 
has been built up through the years 
on their investment, and this will be 
quite substantial. It will also remove 
any question of stock sales and trans- 
fers, and the possibility of the control 
of the company passing into hands of 
outside interests. Needless to say, 
every share of stock will receive exactly 
the same amount of liquidating divi- 
dends, without discrimination.” 


Pacific States Life Is No 
Longer Qualified in Illinois 





The Pacific States Life of Hollywood, 
Cal., has withdrawn from Illinois and 
is therefore not authorized to transact 
a life or accident and health business in 
that state. This company has been ac- 
tive in Illinois for the last two or th ee 
years. It reinsured the business of 12>- 
Great American Casualty of Chicago 
and subsequently, in a somewhat un- 
usual procedure, took over the business 
of the Chicago National Life under a 
court order appointing a receiver for the 
Chicago National and directing that’ re- 
ceiver to reinsure with the Pacific States 
Life. Then it reinsured the business of 
the Beacon Mutual Casualty, a company 
that wrote eye-sight insurance. 

Headquarters of the Pacific States 
Life have been maintained in the old 
home office building of the Chicago Na- 
tional Life. 


Boyd Heads Rail Splitters 


B. W. Boyd of Cleveland is announced 
as the 1933-34 president of the Rail 
Splitters Club of the Abraham Lincoln 
Life. His achievement is regarded as 
being especially notable in view of busi- 
ness conditions that have prevailed in 
Cleveland the past year. D. T. Mc- 
Kellar who held that post in 1931-32, is 
vice-president of the club for the cur- 
rent year. 








Wants Oklahoman as Receiver 


OKLAHOMA CITY, Aug. 17.— 
After receiving the right to intervene 
im the receivership case against the 
Royal Union Life, Commissioner Jess 
G. Read filed a petition in federal court 
here, asking that the previous appoint- 
ment of L. A. Andrew and E. W. 
Clark of Des Moines as ancillary re- 
ceivers for this state be vacated and 
an Oklahoma resident appointed. 





Assets Shrink to $4,239,999 


Report Made to Federal Court on Pres- 
ent Value of Illinois Life 
Holdings 








Illinois Life assets have shrunk from 
$42,000,000 in 1932 to $4,239,999, Master 
in Chancery Grossman reported tu Fed- 
eral Judge Wilkerson in Chicago. The 
figure is an estimate of what the assets 
would bring at public auction, and is 
based on testimony given by Gen. Abel 
Davis, the Illinois Life receiver, in hear- 
ings conducted the last few months. 
When the company went into receiver- 
ship last November, assets were carried 
on the books as $23,972,673. 

The beautiful home office building on 
Lake Shore drive, Chicago, was esti- 
mated by Mr. Grossman as being worth 
$500,000 on the present market, whereas 
it was carried at $1,650,000 in the report 
filed when the receiver was appointed. 


Great Depreciation Shown 


Exclusive of certain investments in 
and advances to the Hotel La Salle and 
Stevens Hotel, investments which once 
were valued at $8,654,000 now are worth 
$277,631, Mr. Grossman reported. The 
securities of the two hotels are held by 
the Illinois insurance department, both 
hotels being in the hands of receivers. 
A third of the Illinois Life assets was 
in these properties. 

The master valued the Hotel La Salle 
fee and mortgage held by the receiver 
at $650,000. The receiver’s claim for 
refund of the large dividend paid Illi- 
nois Life stockholders before the re- 
ceiver was appointed was valued at $10,- 
000. Receiver Davis had reported that 
$2,000,000 was paid in dividends in the 
two years before he was appointed. It 
was the receiver's claim that these divi- 
dends were voted by directors when it 
was apparent the company was prac- 
tically insolvent. 


Haughton Made President 


Ben Haughton, for the past 13 years 
vice-president and_ secretary - treasurer 
of the International Travelers Assurance 
of Dallas, has been elected president to 
succeed Price Cross, who has headed 
tae company for many years and re- 
signs to engage in other business. The 
International Travelers was organized 
in Dallas 30 years ago and is writing 
business in several states. 

Mr. Haughton has been active in the 
Health & Accident Underwriters Con- 
ference, serving as vice-president and a 
member of its executive committee. 


Goes on Five-Day Basis 


The Liberty: National Life of Birm- 
ingham, has adopted a five-day week 
for its home office, it was announced by 
F. P. Samford, vice-president. The com- 
pany, which according to Mr. Samford 
was one of the first life companies to 
endorse the President’s general code, 
will continue to work its regular sched- 
ule of 39 hours per week in summer 
and 38 hours per week in winter, as this 
schedule was in effect prior to the adop- 
tion by the company of the code. 

Prudential Changes 

R. S. Stewart, formerly an assistant 
superintendent in Los Angeles No. 5, 
for the Prudential, has been promoted 
to superintendent of Los Angeles No. 
6, being succeeded as assistant superin- 
tendent by J. W. Smith. 

On the retirement of C. H. Keppel, 
superintendent at Pasadena, he was suc- 
ceeded by G. N. Hurst, former superin- 
tendent in Los Angeles No. 6. R. G. 
Budd, assistant superintendent at Santa 
Ana, Cal., has been transferred to 
Middletown, N. Y. 
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New York and Ohio 


Outstanding and substantial opportunities are 
available to the right men. Buffalo Mutual Life 
is now growing faster than at any time during 
its 61 years... evidence that its Policies and 
methods for securing business are meeting 
present needs. 


If you would like to grow with us, write in 
confidence with details of your experience to: 
E. Parker Waggoner, Supt. of Agents, Buffalo. 


18 POLICIES... Birth to age 65... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity ¢ 
10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 
at Age 65 © Ordinary Life, Endowment at 85 © 20 Payment Life, Endowment at 65 
@ 10, 15 and 20 Year Endowment @ Special Convertible Term @ 10 Year Term © 
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Children’s Policies (Three Forms) Birth to Age 10 
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PHysICIANS and Mothers know 
full well that the “Second Summer” 
is the crucial period in an infant's de- 
velopment. 


Conscientious life underwriters know 
equally well that the second year is 
the “Second Summer,” the danger 
period in the history of the average 
policy. 

If the agent and his company wish 
to cling to as many policyholders as 
possible through the first two pre- 
carious years, the best way to assure 
results is by Adequate Compensation 
for the winning of the first renewal 
premium. In other words, when the 
company makes Renewal Pay Well 
—as it logically should —there is 
greater Satisfaction and service to 
client, agent and company. 
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LIFE AGENCY CHANGES 





ECONOMICAL? 
That’s only half the story! 


@ Life insurance is not only a good investment but the great- 
est of bargains. It is the only investment which can be pur- 
chased in large amounts on a long time payment plan without 
interest charge. It is man’s guarantee of success to the end 


of his days. 


@ Are you interested in building your own niche in your com- 
munity as a Life Underwriter? Then you will find it pays to 
be friendly with the 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT INDIANA 











We Have Openings 


For Aggressive District Managers in 26 States and 
the District of Columbia, paying liberal first year 
commissions and non-forfeitable monthly renewals. 


Our policies consist of a wide range of low cost 
participating contracts, designed to meet today’s 
economic conditions. 


We also have attractive Annuities and Juvenile 
policies. 


For complete particulars write 
F. A. Hicks, Superintendent of Agents 


COMPANY 


OMAHA, NEBR. 


LIFE 


ORGANIZED 1901 





Assets Exceeding $16,500,000.00 





Provident Mutual’s Changes 





New Managers Have Been Appointed 
by the Company for St. Louis 
and Syracuse 





W. L. Mitchener, general agent of 
the Provident Mutual Life in St. Louis, 
has resigned after 29 years of service 
and will devote his entire time to per- 
sonal production. The agency will be 
under the direction of D. A. Hampton 
of the home office staff with the title of 
manager. 

Guilford Tobey has resigned as gen- 
eral agent at Syracuse. L. A. Beers, 
formerly with the Mutual Benefit and 
more recently attached to the home of- 
fice staff of the Provident Mutual, will 
serve as manager in that city. 





David C. Bintliff 


David C. Bintliff has resigned as 
manager for the Missouri State Life for 
central and northeast Texas with head- 
quarters at Dallas, to become manager 
of the ordinary branch of the Amer- 
ican National of Galveston with head- 
quarters at Houston. In his new con- 
nection, he has supervision of 39 coun- 
ties. 

Mr. Bintliff entered life insurance 
work in 1929 after having been connected 
with a chemical manufacturing concern at 
Houston and Dallas. He joined the 
Missouri State Life and after a training 
course at the home office,, was appointed 
agency supervisor in Houston. He was 
later transferred to San Antonio and 
from there to the Pacific Coast as 
branch office supervisor. In 1931 he 
was appointed manager of the Port- 
land branch to develop Oregon and 
southern Idaho and.in 1932 was trans- 
ferred to Dallas to open a new home 
office branch. 





B. F. Haugh 


B. F. Haugh, formerly of Anderson, 
Ind., who has spent the last twelve 
vears in life insurance work in New 
York City, has returned to Indiana and 
will be connected with the Hackleman 
Associates, Indianapolis, general agents 
Massachusetts Mutual. While in New 
York he was with the Travelers and 
Prudential as special group representa- 
tive and more recently with the Life 
Insurance Sales Research Bureau. 


R. A. Napier & Co. 


R. A. Napier & Co., one of the well 
known general agencies in the Insur- 
ance Exchange, Chicago, has been ap- 
pointed general agent for the Abraham 
Lincoln Life in both the life and acci- 
dent and health departments. F. B. 
Hansen will be in charge of the new 
department. 








A. L. Payne 


A. L. Payne has been appointed Los 
Angeles manager by the New World 
Life. For the past year he has been 
manager at Los Angeles for the Pacific 
Health Corporation. Prior to that he 
was with the Metrop-'t>n Life for five 
years. 


E. L. Murphy, Sam Strickland 


The National Life of Des Moines has 
appointed two new general agents, E. L. 
Murphy at St. Joseph, Mo., and Sam 
Strickland at Nashville, Tenn. 


Sidney S. Eckstone 


Sidney S. Eckstone has been ap- 
pointed general agent in Chicago for 
the United States Life. He was for- 
merly manager in that citv for the Gi- 
rard Life and before that was con- 
nected with R. H. Beard & Co. of Chi- 








New Georgia General Agent; 





Connecticut Mutual Appoints N. B 
Maddox at Atlanta, C. E. Stevens 





at Macon 
N. B. Maddox, formerly with Firs 
National Bank & Trust Company , 
Georgia, has been appointed genera 
agent at Atlanta for the Connecticu 
Mutual Life. He has been in banking 


and trust business for the past ten years 
and is active in the civic life of his na- 
tive city. Oscar Palmour becomes asso- 
ciate general agent with Mr. Maddox. 

Carlton E. Stevens, effective Sept. 1 
becomes general agent for the company 
at Macon, Ga., and will operate in a 
section of the territory formerly under 
the jurisdiction of the Atlanta agency 
Mr. Stevens entered life business fol- 
lowing his service in the war and goes 
to the Connecticut Mutual from the 
Columbian Mutual at Jackson, Miss, 
where he was state manager. 





L. G. Saunders 


The Penn Mutual Life has appointed 
L. G. Saunders general agent in Brook- 
lyn. He has been a unit manager and 
supervisor for the John A. Stevenson 
Penn Mutual general agency in Phila- 
delphia since 1928, where he specialized 
in training and supervising the younger 
men. He went to Philadelphia from 
San Francisco, where he had been 
trained in the life insurance business by 
3en F. Shapro. 


L. J. Sheridan 


L. J. Sheridan of Amarillo, Tex., who 
has represented the Royal Union Life 
for six years, has been appointed gen- 
eral agent of the Minnesota Mutual Life 
for the Texas Panhandle, with head- 
quarters at Amarillo. 


L. H. Baine 


L. H. Baine of Denver, who recently 
resigned as general agent of the John 
Hancock Mutual, has joined the Colo- 
rado agency of the Provident Mutual 
Life, of which G. N. Quigley is general 
agent. 





Life Agency Notes 











H. M. Saugman, district manager for 
the Mutual Life of New York at Racine, 
Wis., will cover both Racine and Ke- 
nosha counties hereafter. 

Cc. F. Leneweaver and C. W. Schroeder 
have been appointed managers of the 
Saginaw, Mich., and Grand Rapids dis- 
tricts of the Western & Southern Life. 
Cc. W. Ogend, who has been manager 
for the Seaboard Life of Houston in San 
Antonio, has joined the Connecticut Mu- 
tual agency there. 

The Chicago branch office of the West- 
ern & Southern Life at 841 East 63rd 
street has been consolidated with the 
branch office at 11324 South Michigan 
avenue and 1538 West 63rd street. 

G. A. Ross, who has been for the last 
three years connected with the Bankers 
Life of Nebraska in its home state, has 
been appointed general agent at Scotts- 
bluff, Neb. 

The Home Friendly of Baltimore has 
announced the following promotions in 
its field force: Staff Manager H. H. 
Edelen of Philadelphia, to be district 
manager at Chester, Pa.; Agent E. Mul- 
len of Baltimore to staff manager at 
Baltimore; Agent Charles Rose, Phila- 
delphia, to staff manager of the same 
district. 


“Life Insurance,” by Joseph B. Mac- 
Lean, associate actuary Mutual Life of 
New York—a standard textbook of life 
insurance principles and practices. Price 








cago. 


$4, The National Underwriter. 
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New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
gen . . . es 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
. y. . oa . . . 
Digest” and ‘Little Gem,”’ Published Annually in May and March respectively. 
s N . : 
- iB PRICE, $5.00 and $2.00 respectively. 
tevens 
Prudential End A [ 
rudential Endowment, Annuity Rates 
rith § Firs The Prudential has announced new rates, effective Aug. 15, on retirement an- 
npany oj nuity and endowment income policies. 
l genera Income at maturity has been reduced slightly under the retirement annuity. 
mnecticyt Cash values the first 17 years are increased but there is a decrease after that 
| banking period. 
ten years Endowments providing a life income to the insured will be issued at an in- 
f his na- creased rate. The table below shows cash values on $100 annual premium unit 
Mes asso- and the income which may be purchased by $1,000 cash value at any attained age 
[addox, from 45 te 70. It also quotes the new endowment income rates. 
Sept. 1, Annual Premium Providing $10 Monthly Income for Period as Stated 
company . : 
. Income for 5 Income for 10 Cash Value 
ate in a Years and Years and for each $100 
ly under Income for 5 Yrs Income for 10 Yrs Subs. Lifetime Subs. Lifetime Annual Prem 
‘Speer “ and Subs. Lifetime and Subs. Lifetime End End End End. End 
agency 10-Yr. 15-Yr. 20-Yr. 10-Yr. 15-Yr. 20-Yr. Age Age of 
ness fol. Age End End. End End. End End } 65 Yr. Amount 
; $ $ $ $ $ $ g $ 
and goes 15 25 141.80 93.60 19.09 65 
rom the 16 19.58 2 
. 17 20.09 
l, Miss. 18 20.64 4 
19 21.20 > 
20. 21.81 6 
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evenson 29. 28.98 15 
1 Phila- = 30 os 16 
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ness by 38 42.11 24 
’ 44.22 25 
40 46.50 26 
a1 48.99 27 
42 70 28 
3 54.68 29 
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x., who os 57 31 
n Life 46 $3.5 Ss 
d gen- = 94 34 
al Life 49 56.49 5 
0 io bh 
head- “ 397 ? 
2 102.26 8 
59 as 9 
54 : 4 40 
a ‘1 
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: 43 
cently zg 200.0 44 
John 59. 234.95 45 
. 83.6 $f 
Colo- * 283.61 
futual 62. 94.51 4 
eneral €3 96.91 25 49 2 
64 95.63 62.45 51.75 135 99.63 87.84 50 =: 11,863 
ee 3.3 53. $7.31 102.72 91.78 52 " 
66 94.07 64.54 55.89 139.24 106.19 96.31 . cree 52 
Life Annuity Per Each $1,000 of Cash Value 
At Attained Attained Attained , 
Ag ule Female Age Male Female Age Male Female Age Male F emale 
45 15 $4.84 5° $5.93 $5.48 59....$7.06 $6.41 66....88.74 $7.76 
46 5.24 “4.92 5.07 5.59 ions ae 57 67.... 9.03 8.00 
47 5.34 5.00 5.71 74 68.... 9.35 8.26 
r for 48 5.45 5.09 5.84 .93 69.... 9.68 8.53 
cine 49 5 5G 5.18 5.97 12 WOccccke 8.81 
acine, o.9 » 4 ® 
Ke 0 5.68 5.27 68 6.11 $2 
_ 51 5.80 5.38 8 6.25 54 
Refund Annuity Per Each Value 
oeder e . 6&2 
the 45 4.79 4.55 a 2.4: we 5.04 1 66 ‘ — 
. 46 4.87 4.61 53.... 5.47 5.13 ; 67 TA 6.79 
dis- 47 1.94 4.68 64.... 5.58 5.21 5 68 7.65 6.96 
Life. 48 5.02 4.74 55.... 5.68 5.31 7 69 7.86 7.13 
49 5.10 4.81 56 5.80 5.40 20 70 8.07 7.31 
ager 50 5.19 4.89 57 5.91 5.5 
| San 51 5.28 4.96 58 6.04 5.60 48 
Mu- _—s ax — = 
Vest- ’ le | being rated four years older The 
63rd | Mutual Benefit ad New Sca schedule for single premium non-par an- 
the . - " nuities, per $100 of annual income, is: 
— Single Premium Non-par Life Annuity Age Prem. Age _ Prem. Age Prem 2 
Rates Somewhat Higher Than 16 $2,226.69 40 $1, 63 $1,086.47 
last ° 17 2,213.34 41 1,7 64 1,054.45 
kers for Most Companies 18 2,199.56 42 1, 65 1,022.54 
has 19 2,185.33 43 1, 66 990.79 
= aie , , 20 2,170.65 44 1.6 67 959.24 
tts- The Mutual Benefit’s new annuity; 21 2,155.51 45 = 1, 68 927.91 
° . © 9 »G ¢ . 9 R96 
me rates effective Aug. 9 are substantially 2 39.91 + 1. 69 $96.85 
as : oe «120.56 7 ‘ 0.16 
a higher than the scale adopted by a num- | 94 210725 48 LI! 71 935 74 
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: i ’ ° ° 2¢ 2, 2.64 P 73 776.2 
rict ing the company’s policy not to remain 27 «0-205 4.57 ae 74 747.13 
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_at Mutual Benefit’s rates for non-partici- + tte or + 27 663.02 
ila- pating single premium life annuity are | 31 1,977.11 55 1,341.74 78 636.13 
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; < ‘ 935.21 5 .278.60 80 584.2 
younger ages than the general scale, 1 =. Str 4 15877 81 Eg 93 
to 2 percent higher at middle ages, and | 35 1891.13 59 1,214.81 82 534.91 
ae- as much as 8 percent higher at older | 36 1,868.28 60 1,182.76 83 511.29 
ot ages P . 37 1,844.92 61 1,150.67 84 488.39 
life — ; 38 1,821.02 62 1,118.55 85 466.17 
ice Rates for females are derived from | 39 1'796.57 
the scale for males, females however (CONTINUED ON NEXT PAGE) 
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THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 


I have never regretted being 


under contract with you 
My policyholders and myself 
always received fair and just 
treatment 
If the Good Lord is willing, 
I will be with you another 
six years 
E. E. Pohland 





THE OLD LINE LIFE INS. CO. 
OF AMERICA 
Milwaukee, Wisconsin 


The co-operation I have 
received from the Home Office 
at all times has been a great 
help, and I can truly say 
that I never worked for a better 
Company to do business with . 

I sincerely hope I may 
continue work with the Company 
for many years to come 

H. P. Tower 


Connected with Tollica 18 
years 











THE OLD LINE LIFE INS. CO 

















THE OLD LINE LIFE INS. CO 
OF AMERICA 


Milwaukee, Wisconsin 


I can truthfully say that I 
have enjoyed and am still 
enjoying my connection with 
the Company 

H. L. Schindler 


Connected with Tollica 
14 years 
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MILWAUKEE, WISCONSIN 


THE OLD LINE LIFE INS. CO. OF AMERICA 


A 





LIFE 


HEALTH 














Opportunity for managers 


Desirable Territory 


eres qualified men there is a liberal and profit- 


able manager’s contract. 


The men chosen will 


work under the direct supervision and assistance 
of the Home Office. They will be given every pos- 
sible help to insure their success with this strong 


30 year old company. 


This company writes all complete and modern 
forms of life insurance at a low net cost. Policies 
include participating, non-participating, disability 


and double indemnity. 


If you are interested in a manager’s contract that 


offers a real opportunity write 


S. M. Cross, President 


Columbia Life Insurance Co. 


Cincinnati, Ohio 
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WHEN -YOU SELL LIFE INSURANCE, SELL 


INDEPENDENCE! 


America's Declaration of Political Independence 
was signed many years ago. Today thousands 
of Americans will sign new declarations of finan- 
cial independence—life insurance policies guar- 
anteeing freedom from fear and destitution. 
When you sell life insurance, SELL INDEPEND- 
ENCE! 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Founded 1865 




















An Old Company 


offers 


A New Policy 


simple and straightforward 


Pure Life Insurance 


without frills 


At Low Cost 


oe 


Agency openings in 
Illinois, Indiana, Michigan and Missouri 





BANKERS MUTUAL LIFE CO. 


FREEPORT, ILLINOIS 
(Founded in 1907) 














NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. lementing the “Unique Manual- 
Digest,” i annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 


























(CONT’D FROM PRECEDING PAGE) 
Two Graduated Rate Policies 


Jefferson Standard and Pilot Life Issue 
New Ordinary Forms With In- 


creasing Premiums 








The Jefferson Standard Life has an- 
nounced a “Dixie Special’ decreasing 
premium ordinary life policy and the 
Pilot Life will issue the same policy 
with identical rates under the name 
“New Deal.” The first year’s insurance 
is term with one-fifth automatically 
converting to nonparticipating whole 
life each year for five years. The rates 
for the first five years and succeeding 
years follow: 

Annual Premiums Per $1,000 








Age Ist 2nd 3rd 4th 
Bcces 7.43 $ 8.53 $ 9.63 $10.73 
16.. 7.46 8.61 9.76 10.91 
|) 7.50 8.70 9.90 
«ee 7.54 8.79 10.04 
19.. 7.59 8.89 10.19 
Pieces 7.64 8.99 10.34 
Bias wee 7.69 9.10 10.51 
22 7.74 9.21 10.68 
Bevcces 7.80 9.33 10.86 
— er 7.85 9.45 11.05 
eh s666 7.92 9.59 11.26 
26 8.00 9.74 11.48 
8.06 9.88 11.70 
38... 8.14 10.04 11.94 
29.. 8.23 10.22 12.21 
30.. 8.32 10.41 12.50 
31.. 8.42 10.61 12.80 
32. 8.53 10.83 13.13 
33. 8.65 11.07 13.49 
: 8.78 11.33 13.88 
35. 8.93 11.61 14.29 
36. 9.12 11.94 14.76 
3 9.36 12.32 15.28 
38 9.63 12.73 15.83 
9.94 13.19 16.44 
10.32 13.72 17.12 
10.73 14.28 17.83 
11.18 14.89 18.60 
11.68 15.55 19.42 
12.22 16.26 20.30 
12.84 17.05 21.26 
13.48 17.87 22.26 
14.19 18.76 23.33 
15.00 19.75 24.50 
15.84 20.78 25.72 
16.75 21.89 27.03 
17.77 23.11 28.45 
18.94 24.48 30.02 
20.25 25.99 31.73 
21.65 27.60 33.55 
23.19 29.36 35.53 





New 


Annuity Rate Scale Is Low 


The new rate scale of the Connecticut 
Mutual for single premium life and cash 
refund annuities is somewhat below the 
scale being generaliy adopted by a num- 


Connecticut Mutual’s 


ber of prominent companies. The Con- 
necticut Mutual has always been a 
powerful factor in the annuity business 
and with the new rates is continuing to 
bid for this business. The scale for 
single premium life and cash refund an- 
nuities on the basis of $100 annual in- 
come is: 


Age Life Ref. Age Life Ref. 
40 $1,697 $1,816 63 1,034 $1,261 
41 1,672 1,795 64 1,003 1,234 
42 1,647 1,774 6 972 1,207 
43 1,622 1,753 66 940 1,180 
44 1,596 1,731 67 909 1,154 
45 1,570 1,709 68 878 1,127 
46 1,543 1,687 69 848 1,100 
47 1,516 1,664 70 817 1,073 
48 1,488 1,641 71 787 1,046 
49 1,460 1,617 72 758 1,019 
50 1,432 1,593 73 728 992 
51 1,403 1,569 74 700 966 
52 1,373 1,544 75 671 940 
53 1,344 1,519 76 643 914 
54 1,314 1,494 77 616 888 
55 1,283 1,469 78 589 862 
56 1,253 1,444 79 563 837 
57 1,222 1,418 80 537 812 
58 1,191 1,392 81 512 787 
59 1,160 1,366 82 488 763 
60 1,129 1,340 83 465 739 
61 1,097 1,314 84 442 716 
62 1,066 1,288 85 419 693 





Most Companies Following 
Same Annuity Rate Scale 


Most of the important companies 
which have increased the single pre- 
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mium annuity rates have followed , 
basic scale known as the Equitable 
New York table. Some companies jp. 
stead of taking the exact cent have se 
rates to the nearest dollar. 

Prominent companies which hay 
made annuity rate changes are: Aetn 
Life, Connecticut General, Connecticy 
Mutual, Equitable of New York, Mass: 
chusetts Mutual, Metropolitan, Mutu 
Benefit, Mutual Life of New York, Ne 
York Life, Prudential and Traveler 
All but the Connecticut Mutual an/ 
Mutual Benefit adopted the Equitabk 
scale. 


Fidelity Mutual Life 


The Fidelity Mutual Life has prepar 
a family income rider for issuance wit) 
endowment at 85 and income for life ; 
65. The period of double protection may 
be 10, 15 or 20 years. The annual! rate 





per $1,000 for the different forms f 
low: 
Endow. Age 85 Inc. for Life 65 
2 15 10 20 15 1 
Yr. ve. 38 Yr Yr Yr 
Age Per. Per. Per Per Per Per 
a a $ § 
20 22.85 21.33 20.38 30.34 
25 25.15 23.64 22.63 34.64 
30 28.19 26.70 25.49 40.4 
35 32.94 31.06 29.46 48 
40.. 40.13 37.38 35.06 6 60.4 
45.. 50.62 46.52 43.04 85.: 80 78 
50.. 59.70 54.44 113.75 109.2 
55 70.69 167.4 


Security Mutual, Nebraska 


The Security Mutual Life of Nebrask: 
located in the same city with state a: 
denominational universities having 
12,000 yearly enrollment, has 
written a large number of student risks 
but because of the uncertainty of their 
occupations after they left school! it has 


always 


charged only ordinary rates on double 
indemnity policies. It now announce 
that when a student, who took out 


policy while in school, has been out i 
the world for five years, it will consider 
reducing the rating on written applica 
tion where the facts stated justify ad 
justments on unpaid current and futur 
premiums. 


Sentinel Life 


The Sentinel Life is issuing a life e- 
pectancy term policy with cash, loa 
paid up and extended insurance value: 
The policy may be converted withov 
medical examination at any time pric 
to five years preceding expiration of e 
pectancy period, to any life or endow- 
ment form issued. The contract is writ- 
ten in amounts of $1,000 or more an¢é 
also in amounts that a $5 quarterly pre 








mium will purchase. Rates at qui 
quennial ages per $1,000 are: 

Age Prem. Age Prem. Age Pre 

10 15 30 $13.39 50 $27. 
15 9.82 35 15.34 55 36.4. 
20 10.72 40 18.51 60 49 

25 11.75 45 22.41 











Texans Carry on Through 
Summer; Good Talks Given 


SAN ANTONIO, TEX., Aug. 1 
At the Southwest Texas Associations 
August meeting J. L. Lawrence, assis 
ant Texas general agent Lincoln \* 
tional Life, speaking on “Organized 
Selling,” stressed that this phrase 1s ™ 
to be understood in the sense of parrot 
ing a prepared talk but that it means # 
organized presentation which fits ™ 
personality of the agent and one which 
presents to the prospect the values “ 
the contract offered. ae 

J. McKee Gould, manager Californ* 





Western States Life, spoke on “Wher 
to Find Prospects,” and defined a pros 
pect as one having health, income 2" 
need of protection. C. C. Wolfe, Um 
Central Life, talked on “Enthusias™, 
pointing out that nothing of important | 
good or evil, is accomplished without ; 
enthusiasm. — 
H. D. St. John, manager Canada Lite 
discussed the importance of “Ment 
Attitude,” and stressed the fact that" § 
is not a thing inherent but is to be de- 
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followed , eloped along positive constructive 
Equitable fe” 
mpanies jp. 
rnt have sey 


*x* * * 
Rochester, N. Y.—A. T. Churchill, man- 
ger Phoenix Mutual Life. has been 
lected vice-president of the Rochester 
association, succeeding G. O. Johnson, 
sho has gone to the home office of the 
‘onnecticut General Life. 

* * x 
Okiahoma—New committee chairmen, 
who are also members of the executive 
ommittee, are: Homer Jamison, Equita- 
ble Life, New York, legislative; W. T. 
Thatcher, Mutual Benefit, program; Neal 
(Sullivan, Equitable, reception; L. C. 
Mersfelder, Kansas City Life, sales con- 
gress: G. C. Summy, Phoenix Mutual, 
educational. 
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* * * 


Houston, Tex.—H. R. Smith, manager 
Jefferson Standard Life, was elected 
president. S. R. Hay, Jr., agency sec- 
retary Great Southern Life, is vice-pres- 
ident. Guy MacLaughlin continues as 


fe 

aS prepare 
uance with 
for life x 
fection may 
nnual rates 





national committeeman and Irwin Blume 
as secretary-treasurer. New directors 
include Clarence Darling, Seaboard Life; 
Mr. Smith and Mr. Hay. A resolution 
was passed commending the work of the 
retiring president, Col. H. K. Cassidy, 
general agent Pacific Mutual Life. 


x * * 


Missixsippi Coast (Bilexi)—A. A. Sca- 
fide, Bay St. Louis. has been re-elected 
president, and Fred Ferson, Biloxi, sec- 


retary-treasurer. Cc. H. Brandon was 
elected vice-president. 
* * * 


Seattle—Dr. S. S. Huebner, University 
of Pennsylvania, reviewed recent events 
in government, finance and commerce 
and their relation to life insurance. 

* * * 

Milwaukee—M. Albert Linton, presi- 
dent Provident Mutual Life, will speak 
Aug. 24 on “The Investment Aspect of 
Life Insurance Today.” 








CONVENTIONS 











forms fol. 
or Life 65 
i LIFE COMPANY 
Per Per 
« $ . 4 $ . 
11° 1K Central Life Agents Gather 
$1.48 40.4 
9.93 4835 . ‘ . 
eee by Ayres Comments on Financial Standing 
ate tena —Poorman Explains Illinois Life 
o.fo » ae ‘ 

1674 Reinsurance—Leaver in Charge 
iska The excellent financial condition of 
Nebrasks the Central Life of Iowa was discussed 
state as by President George N. Ayres at its an- 
having nual agency convention in Chicago this 


is alway fm week. E. H. Mulock, a director, spoke 
lent risks of relief work and prospects under the 


y of their NRA. W. F. Poorman, vice-president 
ool it has and actuary, discussed the reinsurance 
ales of the Illinois Life. The deal works out 
a enki well as the Central Life covers practi- 
en out in “lly the same territory that the Illi- 
1 consider 20is Life did, which means that opera- 
1 applica- tion expenses can be held to a mini- 
istify ad mum. Mr. Poorman said that the re- 
nd future insurance contract is purely a manage- 
ment proposition and he predicted the 
lien would be liquidated within 10 or 
12 years. He commented on the Cen- 
tral Life’s low mortality rate and said 
i life ex- it was because his company had 
sh, a avoided jumbo cases. 
~ aiieie 
: ounen Will Salvage Illinois Life Business 
a eae The Central Life of Iowa evidently 
aa intends to salvage as much of the busi- 
- is writ- ness and agency force of the Illinois Life 
1ore and as possible, it having taken over the in- 
arly pre- surance from the receiver. Many poli- 
it = quin- cies have lapsed since the company went 
i the hands of a receiver some nine 
Prem. & months ago. The Central Life feels that 
a ty it can do more for Illinois Life policy- 
493 holders and agents than any other com- 


pany. Officers predicted that if policy- 
— holders will stick it will be to their ad- 
—— a vantage. Renewal commissions will be 
paid to former Illinois Life agents who 
go with the Central Life. It was an- 
nounced that a special drive will be 
h made to contact every IIlinois Life pol- 
g icyholder and agent whose record is 
Given good. President George N. Ayres in his 
talk said that the reinsurance deal would 
give the Central Life greater momen- 











Bu tum and driving force. The larger vol- 
at ime of business would give a greater 
In Ne a and reduce the overhead expense 
vanizel I ee. He said that the favorable 
oe publicity the Central Life has received 
hedeor las been of advantage. 
parrot 
ans afl A. C. Larson’s Address 
its o BS _ A. C. Larson, Wisconsin state man- 
which BP ager, said that an agent should learn 
ues of BP all he can about the business and carry 
out what he knows. He urged the 
fornia agents to be able to talk intelligently 
Where about the business in relation to the 
| pros- new federal projects. He said sales re- 
ye and sistance is not as great as it used to be 
Union and the main reason people aren’t buy- 
jasm, ng ts that they haven’t any money. 
‘tance, Mr. Larson advised agents to watch the 
ithout f ee who is called lucky, because the 
. o ucky man usually pays for it with hard 
Life, § aoe. € said one of the hardest tasks 
fental ¢ has as manager is to keep the older 
hat it men, who are waiting for things to get 


ve de- 





better, from poisoning the minds of 
younger men who are hustling and 
making the best of the situation. 

N. J. Endres, Madison, Wis., gave 
several good examples of alert pros- 
pecting and C. ©. Tucker, La Crosse, 
told how he outlined his day’s work 
systematically. He said it is surprising 
how people can find money to buy 
things when they really want them. 

The E. L. Gifford general agency in 
Dubuque, Ia., made an unusual record 
in its June campaign and Mr. Gifford 
discussed his success. He said the drive 
was slow in getting under way, but by 
emphasizing the theme, “It can be 
done,” the right mental attitude was 
created and the campaign ended suc- 
cessfully. He stressed the necessity for 
organized sales talks and he advocated 
visual selling, which he said played a 
very important part in his agency’s suc- 
cess. Mr. Gifford told how at the first 
of the year he goes over the coming 
year’s prospects with his men and gets 
them to set a goal. H. J. Mehlhaus, 
Dysart, Ia. and L. A. Steffen, Du- 
buque, Ia., followed Mr. Gifford. 


Leaver in Charge 


J. H. Leaver, vice-president and 
superintendent of agencies, was in 
charge of the meeting and discussed 
the business of selling life insurance 
today and the future plans of the com- 
pany. G. T. Carlin, educational direc- 
tor, spoke on “It Depends Upon How 
You Say It.” G. S. Becker, Des Moines 
manager, told why he advised men to 
go into the life insurance business, and 
P. E. Kluckhohn, Ames, Ia., and J. G. 
Martin, Des Moines, discussed the sub- 
ject. 

W. H. Zaiser, Des Moines, spoke on 
“How I Sell Life Insurance to Large 
Owners Today,” and W. B. Bates, 
Madison, Wis., W. J. Brockman, Mil- 
waukee, and B. W. Coult, Fairmont, 
Minn., joined in the discussion. “Get- 
ting People Who Can Buy Today” was 
explained by M. G. Fox, Cedar Rapids, 
Ia., manager, assisted by W. F. Sarset, 
Cedar Rapids; L. C. Morrin, Williams- 
burg, Ia., and J. N. Beilstein, Marengo, 
Ia. 


Guardian Life’s Meetings 


Will Hold a Series of Sales Congresses 
at Various Cities East 
and West 








The Guardian Life will hold a series 
of one day sales congresses throughout 
the middle western and eastern states, 
first to be Aug. 25 at Columbus, O. The 
schedule follows with meetings Aug. 28 
at Chicago, Edgewater Beach Hotel; 
Aug. 30, St. Paul; Sept. 21, Baltimore; 
Sept. 22, New York, at the New 
Yorker, and Sept. 23, Syracuse. J. A. 
McLain, vice-president, will preside at 
each of these meetings and be accom- 


13 

















The Franklin Life Insurance Com- 
pany chartered July 23, 1884, is now 
in its fiftieth year. 


This Company has been frankly con- 
servative since the day of its organ- 
ization—devoted exclusively to safe, 
modern, first quality life insurance 
protection and_ service-with-sales 


methods. 


The brand of fieldman who indorses 
Franklin principles is uniformly 
successful in establishing himself 
permanently and _ profitably. His 
business today is so conducted that 
it is a credit to him in years to come. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 





























Innovations Prove 


Their Worth 


Srartiinc though they were when in- 
augurated 25 years ago, Columbus Mutual In- 
novations have proved their worth. Vested 
Renewals, Unrestricted Territory, Automatic 
Promotion, Direct Home Office Contracts for 
every Agent offering unlimited opportunity for 
Personal Production and Agency building with 
liberal compensation and freedom from con- 
straint or coercion—these Innovations have made 
possible unusually Low Cost Insurance, and 
have saved huge sums for both Policyholders and 
Agents. 


COLUMBUS MUTUAL LIFE 
Columbus, Ohio 
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| Barrett N. Coates Carl E. Herfurth | 
| COATES & HERFURTH | 
CONSULTING ACTUARIES 


So. Hill Street 
LOS ANGELES 
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A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 


Glendale, California 
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ILLINOIS 


DONALD F. CAMPBELL» 
CONSULTING ACTUAR) 
160 N. La Salle St. 


Telephone State i213 
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| L.A GLOVER&CO. | 
Consulting Actuaries | 

28 North Wells Street, Chicago 
Life Insurance Accountants | 


Statisticians 











, J. Charles Seitz, F. A. 1. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
insurance Company."’ 
Attention to 
Legal Reserve, Fraternal . A t Busi 


Pension 
226 North La Salle Street 
| Phone Franklin 6559 
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INDIANA 





| Haight, Davis & Haight, ‘a, 
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| Consulting Actuary 
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Consulting Actuary 
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800 Security Building, Kansas City 
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Ferguson, Serling, Daniels & Porter 
Accountants and Actuaries 
102 Maiden Lane 
New York, N. Y. 
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panied by F. F. Weidenborner, Jr., su- 
pperintendent of agencies, and Dr. M. B. 
Pender, medical director. Other speak- 
ers at the various meetings will be J. 
A. Tyson and James Elton Bragg, man- 


agers New York City; E. N. Oisted, 
manager St. Paul; R. A. Truby, man- 
ager Fargo, N. D.; J. A. Whitmore, 


manager Buffalo; F. J. Mulligan, assist- 
ant manager Bragg agency, New York 
City; W. F. Steck, Jr., a Tyson 
agency, New York: G. L. Bobbe, super- 
visor Ejisendrath nh oh New York 
City. 


Agency Convention of the 
Penn Mutual Called Off 





The annual agency convention of the 
Penn Mutual, which was to have been 
held in Chicago just prior to the meet- 
ing there of the National Association of 
Life Underwriters, has been called off. 
The management has decided to con- 
centrate on the 1934 convention, making 
it a significant occasion. One con- 
sideration in calling off the meeting was 
the competitive attractions of the world 
fair and the activities of the National 
Association of Life Underwriters. The 
officials felt that those attending the 
Penn Mutual convention would not de- 
rive as much benefit from it, as they 
would if the meeting were held in a 
more isolated location. 

A number of companies have canceled 
their agency conventions this year. 
Some of them acted on the suggestion 
of agents, who felt that with the mora- 
torium still more or less in effect, some 
of those who have been baiting the life 
insurance business might base further 
attacks on the business on company 
conventions that are held, exaggerating 
the entertainment and recreational fea- 
tures. 

Williams Heads “Big Ten” 

B. E. Williams of H. O. Wilhelm & 
Co., Omaha, leads the 1933-34 “big 
ten” of the Northwestern National 
Life, having earned more points: than 
any other agent in the company’s con- 
vention contest just ended. Other 
members are H. W. Yerxa, Minne- 
apolis; J. A. Norris, Aberdeen, S. D.; 
E. Ney, Winona, Minn.; E. C. Hen- 
Minneapolis: -. Seibel, ‘Grand 
Rapids, Mich.; W. L. Kelly, Minne- 
apolis; W. O. Westafer, Minneapolis; 
E. E. Moore, St. Paul, and O. W 
Veth, Minneapolis. 

Each of these men will be given spe- 


kel, 


cial recognition at the Northwestern 
National’s agency convention in Chi- 
cago Aug. 22-25. Approximately 300 


are expected to attend. 


Liberty National Conference 


The south Alabama regional man- 
agers of the Liberty National Life held 
a two-day conference at the home office 
in Birmingham. Agency planning and 
recruiting and managerial responsibility 
were featured in round table discussions 
led by executives. 


Berkshire Life Convention 


The Berkshire Life convention will be 
held Oct. 1-4 in Washington, D. C. The 
program is now being prepared by a 
committee of agents and home office 
officials. 


Lamar Life Leaders at Fair 


Following the annual agency conven- 
tion of the All-Star Club of the Lamar 
Life at Biloxi, Miss., the members of 
the club were taken to Chicago to at- 
tend the Century of Progress exposition. 
In addition to the address of welcome 
by President Jesse Bounds, who was 
attending his first convention, company 
officials on the program included Dr. 
J. O. Segura, vice-president and agency 
director; T. B. Harrison, agency sup- 
erintendent; Roy Nelson, field conserva- 
tion manager; W. L. Mistrot, under- 
writer; Rex B. Magee, advertising man- 





Babbitt, vice-president and 
Jaqua, associate editor 
Diamond Life Bulletins, gave two ad- 
dresses on “How to Make Them Want 
What they Need” and “Finding, Tell- 
ing, Selling.” 


ager; A. E. 
actuary. A. R. 


Security Mutual Convention Plans 


The annual agency convention of the 
Security Mutual Life of Nebraska will 
be held at Lincoln, Sept. 29-30. Vice- 
president Hyde, in charge of agency 
work, believes that because of the con- 
ditions existing in the underwriting 
world, round table discussions will be 
of more value to field men than ad- 
dresses on methods and theory of sales- 


t 
August 18, 
| manship from expert advisers. Mr 
Hyde says the company has abandone 





“pulmotor methods, 


July 
year 


tematically at their tasks. produ 
tion exceeded that of a 
nice margin. 


Will Meet at Swampscott 


The New England Mutual Life con. 
vention will be held at Swampscott 
Mass., Sept. 5-8. The first two days 


will be used for an agents’ 
only. Attendance will be from all 
of the country 
not a district meeting. 


” and relies on sus 
tained morale and keeping agents sys 


ago by ; 


program an¢ 
the last two days are for general agents 
parts 
as this is a national and 








_AS SEEN FROM NEW YORK | 





RECORD OF HARRY PHILLIPS, JR. 


Phillips, Jr., who is connected 
with the Ralph G, Engelsman agency of 
the Penn Mutual in New York City, is 
to be one of the speakers at the annual 
meeting of the National Association of 
Life Underwriters in Chicago. He is a 
comparative newcomer in the insurance 
business, having joined the Engelsman 
agency in 1931, after 17 years in the 
textile business. In his first year he 
paid for $1,455,000 on 110 lives and he 
anticipates that his second year’s pro- 
duction will equal this figure. 


Harry 


BROOKLYN NATIONAL INCREASE 
The largest 
surance in force in 
years was shown by 


ordinary in- 
and one-half 
Brooklyn Na- 


increase in 
two 
the 


tional Life in its “Bayes Month” in 
July in honor of its president, Judge 
W. R. Bayes. The average policy dur- 


ing the month was slightly more than 
$5,000. 

An integrated selling plan contributed 
materially to the success of the cam- 
paign, as it gave the men something 
definite to present to the prospect. This 
was a proposal based on the continu- 
ance of the salary earner’s income to 
his family for at least one year, to 
bridge the gap that comes when the 
earning power of the breadwinner is 
suddenly cut off. 

Thus the presentation was brief, 
that people were willing to listen, and 
the outlay required was not such as to 
scare off the prospect. Some men dur- 
ing the month made as many as five 
and six sales a week using the plan. 
During the month applications exceeded 
the average monthly production for the 
past year by more than 20 percent and 
the paid for business exceeded the aver- 
age for the past year by more than 40 
percent and July of last year by 20 
percent. 


so 


* * * 
CONNELL ON EXECUTIVE COMMITTEE 


C. D. Connell, general agent in New 
York City of the Provident Mutual Life, 
was elected as national executive com- 
mitteeman by the executive committee 
of the New York City Life Under- 
writers Association. He succeeds Leon 
Gilbert Simon, Equitable Life. It was 
announced that the association will 
sponsor a special intensive two-day re- 
view course late in September or early 
in October. The course will be arranged 
to do as thorough a job of covering the 
whole field of life insurance selling as 
is possible in two days. It will be suit- 
able for both old and new agents. 

The committee accepted the resigna- 
tion of Grant L. Hill, production man- 
ager of the C. L. McMillen agency in 
New York City of the Northwestern 
Mutual Life, who will leave late this 
month to take up his duties as director 
of agencies of the Northwestern Mutual. 


* * * 


INSURANCE CODE MEETING 


Representatives of the National Board 
of Fire Underwriters, National Associa- 
tion of Casualty & Surety Underwriters, 


By R. B. MITCHELL— 





Association of Life Insurance 


dents, Association of Casualty & Suret 
Executives, National Association of I 
surance Agents, Insurance Brokers As 


New York, 


sociation of 


for the government of the insurance ir 
dustry the country over. The 
committee of the 
ualty & Insurance Executives and « 


Association of Life Insurance President: 
held a conference to determine what the 


attitude of their respective bodies woul 
be at the general gathering. 
The understanding is that while t 


“agreement” submitted to the recover 
act administration by fire and casualt 
insurance interests some time ago was 


satisfactory to a degree, General Joh 
son insisted that the 
general code, permitting collective bar 
gaining on the part of employes be i1 
corporated in the insurance agreement 
and it is this feature that will like! 
engage major attention of the conferees 


Presi 


and of the ma- 
rine companies association, are meeting 
at the rooms of the National Board this 
week to consider the adoption of a code 


executive 
Association of Cas- 


provision of the 





Poor Advice Is Given to 


an Old Policyholder 





Question—A friend of 
years old, is being urged by 
agent to drop his Illinois Life polic) 
and file his claim with the receiver. My 


mune, 


friend is 76 years old and has paid pre- 


miums for 33 years on a $10,000 polic 
with guaranteed additions, so that h 
insurance now amounts to $12,500. He 
has a 
nual premium is something over $400 


I do not understand the Illinois Life re- 
insurance contract very well but the ad- 


vice looks bad to me, considering the 
age of the policyholder. Will you please 
give your opinion? 

Answer—Probably no worse advice 
has ever been given in life insurance 


For the next six years at least the pol- 


icy as a death claim is payable in full, 
with no deduction except the interest o! 

4 percent on the lien. The initial lien 
i 70 percent. On a cash value of $7,500, 
this means a lien of $5,250. At 4% per 
cent the interest is only $236.25 a year 
Thus a man age 76 will be getting 
$12,500 insurance at a cost of something 
like $700 a year. 

If he files claim against the receive! 
he can expect only about 30 percent o! 
his cash value, or $2,250. He will not 
get this sum right away. On the com 
trary, the liquidation may drag out for 
years, with receiver’s cost eating into 
the assets. It would not be a good rec 
ommendation even if he could get $2,250 
cash on his equity at once. 

—- 





Send 9 cents in a sad for sample copy 


The Accident g Health Review 


The only exclusive accident and heal 
paper published. 


Address your inquiry to A-1945 











Insurance Exchange, Chicago 
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Economics of Life Insurance 
(CONTINUED FROM LAST WEEK) 
Question 5 


Discuss fully life insurance as an in- 
Svestment from the following stand- 
points : , 
(a) Return on the investment as com- 
pared with other gilt-edged investments. 
(b) Full title to a part realized, in the 
Sevent of a desire to discontinue the in- 


stallment investment arrangement. 


(c) Marketability. 
(d) The possibility of speculative gain. 
Answer to Question 5 


a) Life insurance offers a return on 

its investment element that compares 

quite favorably with other gilt-edge in- 

Svestments. A life insurance policy con- 
sists of two parts, an investment element 

and a protection element. The invest- 

ment increases from year to year while 

ithe protection decreases. If a reason- 
\ able charge for the actual protection af- 
forded under a life insurance policy is 

deducted as a legitimate expense, the 

return on various standard contracts 

over a period of years amounts to about 

5 percent, which is better than the re- 

turn on many high-grade investments. 
* * * 


(b) If the insured desires to discon- 
tinue his contract, he may take a paid-up 
policy of the same type as the original 
for the amount which the reserves used 
as a single premium will provide. Thus 
he receives full title to a proportionate 
part of the whole, if he discontinues his 
arrangement. If he is investing in 
bonds, stocks, or real estate, such a 
privilege is not granted. Failure to con- 
tinue his installments necessitates the 
sale of the investment and the possibility 
of loss which is chargeable to the in- 
vestor. He is not given a fractional 


Answers fo 





LIFE INSURANCE EDITION 


bond, or a fractional share, or a frac- 
tional interest in real estate. 

(c) Life insurance may be said to be 
readily marketable to the extent of its 
cash value. The insurance policy pro- 
vides that the company will buy back 
the investment at prices &tipulated in 
the contract. Not only a market place, 
but also the price is guaranteed. 

(d) For the insured, there is no pos- 
sibility of speculative gain, nor is there 
a possibility of speculative loss. The 
values are fixed by contract. Possible 
fluctuation in dividends, if the policy is 
participating, is certainly not of sufficient 
force to be termed speculative. Other 
investments provide the possibility of 
speculative loss as well as speculative 
gain. 

For the beneficiary, in the event of the 
insured’s death within a few years after 
issuance of the policy, there would, of 
course, be a tremendous return in pro- 
portion to premiums paid. This, per- 
haps, could be termed speculative gain, 
but it is not a gain in the investment 
portion of the contract. It is more 
truly a partial indemnification for loss 
of the earning power or income of the 
insured. 


Principies and Practice 


Question 1 

(a) Define the insurance company’s 
exact liability under a refund annuity. 

(b) Enumerate (explaining each brief- 
ly) the advantage of the refund annuity 
as contrasted with other types of annui- 
ties. 

(c) What groups of the population do 
you believe should be appealed to for 
this particular type of annuity, and why? 

Answer to Question 1 

(a) Under a refund annuity the insur- 

ance company’s exact liability in return 











~... Tor over 82 years 








@ In 1851 the Massachusetts Mu- 
tual issued its first policy. From 
that day to this its constant en- 
deavor has been to furnish the best 
possible life insurance service at 
the lowest possible cost. That it 
has been successful is shown by 
the enviable reputation which the 
company enjoys among those who 


buy insurance and among those 
who sell it. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


More Than Two Billion Dollars of Insurance in Force 


for a consideration paid by the annuitant 
is to pay to the annuitant a definite sum 
annually, semi-annually, quarterly, or 
monthly, the payments to commence 
either at the expiration of the first month 
(or year) or at the expiration of a stipu- 
lated number of years, and to continue 
as long as the annuitant lives. In event 
of the death of the annuitant before any 
payments have been made to him or be- 
fore he has received a total sum of in- 
come equal to the purchase price, the 
company must continue the payments as 
specified to a beneficiary named in the 
contract until the total income paid 
equals the purchase price (usually with- 
out interest). If the balance due upon 
the annuitant’s death is paid in cash 
rather than in installments, the annuity 
is known as a “cash” refund annuity. If 
the death of the annuitant occurs after 
the total income paid is equal to the 
purchase price, no payment is made to 
the beneficiary. 
* * * 

(b) Without a refund feature the in- 
surance company could pay a large life 
income to the annuitant, but the reaction 
of individuals to the fact that early death 
cuts off further payments and seems to 
represent a loss to the annuitant and a 
gain to the insurance company is almost 
invariably unfavorable. Actuarially the 
insurance company does not gain by the 
early death of an annuitant under a 
straight life annuity. The probability of 
early death has been considered in de- 
termining the premium for the annuity 
and the income which is to be paid 
Forfeiture in case of early death benefits 
all straight life annuitants in the form 
of larger income for a given premium. 
But it is human nature to want assur- 
ance of a minimum return as provided 
by a refund feature 

The refund type of annuity does more 








C. L.U. Degree Examination 





Can Any Agency Report 
. Better C. L. U. Record? 


The Hobart & Oates general 
agency of the Northwestern Mu- 
tual Life in Chicago, is the latest 
claimant to the honor of being the 
agency with the largest number 
of Chartered Life Underwriters. 
In last week’s issue it was stated 
that J. C. McNamara general 
agency of the Travelers, New 
York City, had 15 C. L. U’s, but 
the Hobart & Oates general 
agency has at present 18 C. L. 
U’s, in addition to two others who 
were formerly members of the 
agency but are now general 
agents in other cities. 











than overcome the psychological objec- 
tion to non-refund annuities Its real 
advantage is that it permits the annui- 
tant to have the advantage of a life in- 
come and still provide for temporary ob- 
ligations which may exist at the time the 
annuity is taken. Should there be some- 
one temporarily dependent upon the an- 
nuitant (for example, a grandchild who 
will reach maturity in ten or 15 years) 
the refund feature will provide the nec- 
essary protection for this dependent. Or 
if the annuitant wishes to make provi- 
sion for some charity but can not afford 
to part with any of his capital, the un- 
used portion of his principal upon his 
death will pass to the charitable organ 
ization. 

(c) Annuities generally appeal to 
those advanced in age who have accumu- 
lated funds to be used to provide income 


PAN-AMERICAN RECORDS AND SYSTEMS 








REDUCE DETAIL WORK 
FOR THE FIELDMAN 


The Life Insurance salesman's 
job is selling, and that company 
which does most to make it possi- 
ble for its representatives to spend 
more time in actual interviews is 
doing both itself and its Fieldmen 
a favor. 





A salesman is seldom a good 
bookkeeper by temperament, nor 
does he relish other necessary but 
irksome detail work. The Pan- 
American has therefore attempted 
to make the job of record-keeping 
and maintaining sales systems as 
simple as possible for its Fieldmen. 


Prospect records and files so arranged as to afford accurate 
facts about prospects when wanted, and simplified application 
records and work plans and memoranda together increase the sell- 
ing time of individual Fieldmen and at the same time foster co- 
operation between them and their Managers. 


Pan-American records and systems make the Fieldman's day 


worth more money! 





¥ 


For Agency Information Address 


TED M. SIMMONS 
Manager United States Agencies 











PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H. ELLIS, President 


COWARD G. SIMMONS, Vice Pres. & Gen Mer. 











_—— 
(ees 


‘i = 


wer | 











THE NATIONAL 


UNDERWRITER 





August 18, 19393 








during their declining years. Annuities 
are especially useful to those of moder- 
ate means and to the _ professional 
classes, generally lacking in investment 
training. The field for annuities is prac- 
tically limitless, especially since it is 
possible through deferred annuities for 
younger people to create the fund for 
their support in old age. The refund 
feature should be used when the annu- 
itant has someone dependent upon him 
for a limited time, otherwise life insur- 
ance is required, or when there is some- 
one not actually dependent but whom 
the annuitant wishes to remember upon 
his death. It should also be used where 
an individual objects to the possibility 
of loss under a straight annuity and can- 
not be made to see its greater desirabil- 
ity in his particular situation. 
Question 2 

(a) During the present depression 
there has been considerable agitation in 
favor of lengthening the period, under 
the terms of the so-called “suicide 
clause,” within which the beneficiary 
may not collect if the insured commit 
suicide. What are the conditions of the 
“suicide clause” as customarily used in 
life insurance policies? Enumerate 
(with sufficient explanation to make your 
meaning clear) the reasons which should 
be advanced against the proposed length- 
ening of the period. 

(b) Where the insurance is participat- 
ing, what reasons would you advance to 
the policyholder in favor of leaving all 
of his dividends with the insurance com- 
pany? 

Answer to Question 2 

(a) The usual conditions of the sui- 
cide clause are, that if the insured shall 
commit suicide, whether sane or insane, 
within two years from date of issue, the 
company will not be liable for the face 
of the policy but will return only the 
amount of premiums paid. In some 
cases only the reserve of the policy is 
returned since the insured had the bene- 
fit of protection against death other than 
by suicide during the interim. 

The suicide clause should 


not be 


changed by lengthening the period. The 
reasons are: 

(1) The present duration of the sui- 
cide clause is sufficient to discourage 
people from taking insurance with the 
intent of committing suicide. If a man 
waits two years, conditions may change 
and he will probably change his mind. 

(2) Lengthening the period further 
might seriously affect the welfare of 
families dependent upon the insurance 
proceeds, whose family head (the in- 
sured) becomes temporarily insane and 
commits suicide. After all the bene- 
ficiary is innocent of any wrong-doing 
and should be able to rely upon the 
insurance proceeds. 

(3) The hazard of suicide is a death 
hazard which should be assumed by the 
companies after reasonable precautions 
have been taken to eliminate the pur- 
chase of insurance with suicidal intent. 
The cost of meeting suicide claims has 
been included in the computation of in- 
surance premiums, suicide deaths being 
included in the mortality tables. The 
high rate of suicide will adjust itself as 
business conditions return to normal. No 
one suggested eliminating or reducing 
liability on influenza claims during the 
influenza epidemic, nor should they now 
with reference to suicide. 

(4) Lengthening the period within 
which the company could disclaim lia- 
bility for death by suicide would tend to 
increase litigation in cases where the 
circumstances surrounding death are sus- 
picious. The interests of the public and 
of the life insurance institution itself are 
better served if litigation is kept at a 
minimum, After all, one of the main 
purposes of life insurance is to free the 
insured and his beneficiaries from worry 
and uncertainty. 

(b) There are many good reasons for 
leaving life insurance dividends with the 
company: First, it affords a second re- 
serve—a secondary line of defense. The 
dividend is usually a small amount com- 
pared with the total premium, and the 
full premium can be paid almost as 
easily as the premium less the dividend. 
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AGE— 


your average prospect. 


STABILITY— 


Insurance in Force 
Assets .... 








ADAPTABILITY— 


Both Participating and Non-Participating—all regular forms, 


equally competitive. 
Three Special Forms 


Master Endowment at Age 63. 
Twenty Year Term Full Return Premium. 
Retirement Income—Guaranteed Investment. 


POSITIVE PLAN— 


Our development plan is working. 
Twelve new General Agencies in past three years. 
Twelve more to “be made” during 1933-1934. 


REQUIREMENTS— 


Above the average 
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Why Should I Be Interested ? 


Forty-six years of business life—twice the experience period of 


Resources back ‘of each $1,000 of business 
Make any comparison you choose 


If you can furnish proof we will be interested. 
Territory available in Illinois, lowa, Missouri, 
Pennsylvania and Ohio. Write A. B. Olson, 
Manager of Agencies. 





4 


eniaietenesdiedeneee $135,000,000.00 
... 41,500,000.00 
307.40 











Founded in 1887 

















If dividends were taken in cash they 
would be easy to spend and difficult to 
account for as profitable expenditures by 
the insured. Dividends left with the com- 
pany draw greater interest than could be 
obtained elsewhere on such small sums, 
and the account grows rapidly. Saving 
of dividends is really a form of pain- 
less thrift in an absolutely safe deposi- 
tory. 

Second, although accumulated divi- 
dends can be withdrawn for an emer- 
gency without destroying the basic val- 
ues of the policy, if they are not with- 
drawn they can be used to hasten the 
date when the policy becomes paid up 
or to mature the policy as an endow- 
ment. When the amount of the accumu- 
lated dividends and the policy reserve 
equals the net single premium, the policy 
may be marked full-paid. When the 
accumulated dividends and the reserve 
equal the face of the policy, it may be 
matured as an endowment. 

Third, dividends may be used to pur- 
chase additional paid-up insurance. It 
is wise to use dividends for this purpose, 
especially in cases where the insured 
cannot get more insurance, for the addi- 
tions can be purchased without medical 
examination. The additions so _ pvur- 
chased are at net rates so this plan is 
desirable even though the insured is still 
insurable. In this way the insurance 
estate is built up substantially. 

(TO BE CONTINUED NEXT WEEK) 


Fraternal Group 
Plans for Muster 


(CONTINUED FROM PAGE 1) 


with that class, maintaining that care- 
fully selected mortgages are good so 
long as civilization lasts. 

Juvenile insurance has become an im- 
portant factor in the operations of the 


societies. Last year several received 
practically all of their new adult busi- 
ness from the graduates of juvenile de- 
partments. This subject will be handled 
by Dora Alexander Tally, secretary 
Woodmen Circle, and discussed by 


Frances Buell Olson and Miss Dorothy 
Hunt. 
Marks to Be New President 


B. C. Marks, president of the A. O. 
U. W. of North Dakota, a society that 
has been growing rapidly in recent 
years, will be elected president of the 
congress for the new term. A com- 
mittee which has been working for a 
year on a national cooperative adver- 
tising campaign for legal reserve frater- 
nals will submit its report to the Mil- 
waukee convention. Under the direc- 
tion of C. J. Pettinger of Indianapolis, 
the committee has been enlisting the 
financial commitments from societies for 
such a venture. It is the purpose to 
advertise largely in magazines of na- 
tional circulation, as well as insurance 
journals and independent fraternal pa- 
pers. The message to the American 
public will be the strength and service 





WANTED: 

General agency or managership, large or 
small Western territory, for high class 
life company. Am forty-five years of 
age. Twenty years life insurance expe- 
rience. Several years manager for one 
of the oldest of the giant companies. 
Good references. Address X-71, The Na- 
tional Underwriter. 








Wanted: Experienced Agency Organizer 
for big Eastern Company in Mid West 
Territory, City and Country work. Send 
complete history — experience, education, 
age, present and past employers, and ref- 
erences. Address X-69, The National Un- 
derwriter. 














DYNAMIC SHORT COURSE 


pie pian are wed a 


& R Service 


Indiana 


Insurance 











— 
= 


of such societies on the legal reserye 
plan. 


Commissioner H. J. Mortensen of 


Wisconsin will talk on “Security of Ip 
surance in Fraternal Benefit Societies” 


Mortgage Problem 
Over-Exa¢g gerated 


(CONTINUED FROM PAGE 1) 
wait too long for prices to come ba 
to the level at which they were wheg 
the loan was made. 

A mortgage official of a prominent 
company states that 90 percent of it 
city loans are not in default as to prin. 
cipal or interest and that it has beer 
necessary to foreclose on only 2 to 
percent of them. 


Improved Business Will 
Not Check Suicide Rate 


(CONTINUED FROM PAGE 1) 


sufficiently effective to do very mud 
toward counteracting the rising tide of 
suicide. 

The influence of religion, they point 
out, has been strong in the prevention oi 
self-destruction among the pious but 
the absence of a powerful religious basis 
among many limits the effectiveness oi 
the religious appeal. Perhaps some other 
strong basis of morality is necessary 
they suggest, stating that there may be 
some connection between the Russians 


devotion to the cause of communisn 
and their comparatively low suicide 
rate. 


Joker Is Questioned 


Harry R. Hole of Hinsdale, IIl., has 
written to THE NATIONAL UNDERWRITER, 
making an interesting observation on 
the article printed last week, which 
pointed out what appeared to be a joker 
in the new anti-twisting law in the 
state of Washington. The law prohibits 
making any misleading representations 
or incomplete comparisons of policies 
for the purpose of inducing or tending 
to induce a person to lapse, forfeit, sur- 
render or retain the insurance. 

Mr. Hole expresses the belief that 
the word “retain” in the law not 
necessarily a joker. He states that mis 
representations and incomplete com 
parisons may exist on either side of an 
argument. Occasionally, he said, the 
interests of a policyholder require a re- 
adjustment involving a change i 
amount, form and company, which cat 
be openly shown, conclusively to i- 
clude the discontinuance of a_ policy 
“T have known a case of unscrupulows 
twisting,” he said, “which had to be 
untwisted to relieve a distressed policy- 
holder who needed a coverage not ol 
fered by the inferior contract which had 
been dishonorably sold.” 

In such unusual circumstances, Mr 
Hole contends, it is just as reprehens- 
ible to misrepresent in favor of the pol- 
icy in effect as in favor of the one pro 
posed. 
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Drive on Wildcats 


CHARLESTON, W. VA., Aug. 17— 
—A campaign is being launched ™ 
West Virginia against the sale of pol 
cies by unlicensed companies. Com 
missioner Sims and Harlan Justice, de? 
uty commissioner, are in charge. Post- 
ers are being printed warning against 
companies which operate illicitly, urginé 
people to buy insurance only from au 
thorized companies. The posters wW!! 
be sent to local officials in different 
parts of the state to be posted in prom 
nent places. A new noster will be sem 
out every three months. It is hoped 
this activity will be effective as a SUP” 
plement to the insurance departments 
drive restricting the activities of outlaw 
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funeral benefit and assessment outfits. 
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